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There have been 


so many slip-ups in 
optimistic forecasts 
about the immediate 
return of prosperity 
during the last two years that now no- 
body is brave enough to say we have def- 
initely reached the end of the depression. 
Maybe it is a good thing that the business 
experts have quit the prophesying and 
stayed by the more practical job of gradu- 
ally working out of the slump. 

However, it is reasonable to take note 
of events of the last month which en- 
courage the belief that the business tide is 
turning. In many ways the indications 
justify a hopeful feeling of returning con- 
fidence. 

The rise in price level of farm products, 
the re-opening of many factories through- 
out the country, an increasing consumption 
of electric power, a tendency to “spread 
labor” by shorter working-weeks giving 
employment to more people, the rise in 
stocks and bonds, and a stabilization of 
general commodity prices—all these fac- 
tors are regarded as encouraging signs that 
American business is recovering. 

It will be a wise move on the part of 


telephone companies to profit by these 


events and prepare now for the more de- 


cide! return to better conditions which 


will come later. 


One of the most effective ways to do 


this +: to put both outside and inside plant 


€quij ment in better shape. Improvements 


Whic!, have been deferred because of un- 
certs 1'ty should now be made by all com- 
pani 


the ; 


that have the means or can arrange 
‘essary financing. 


Now IS THE TIME TO PREPARE FOR 
COMING BUSINESS REVIVAL 


Manufacturers and suppliers of tele- 
phone equipment agree that now is the 
most opportune time to handle orders, and 
prospective buyers should not postpone 
action any longer if they are to obtain 
promptly—and at favorable prices—the 
merchandise they will need in order to 
share in a revival of business. 
ese & 8 

In the telephone field, as in other lines, 
there is tremendous accumulation of de- 
ferred orders piling up because operating 
companies have been waiting for times to 
improve. When this flood of buying is 
finally released there will be regrets that 
action was not taken sooner, as there is 
bound to be delay in making deliveries, 
The 


shrewd buyer will send in his orders now. 


and, naturally, an advance in prices. 


No doubt many companies have in ser- 
vice worn and obsolete telephones which 
have been written off through established 
depreciation procedure. If the subscribers, 
on whose premises this dilapidated equip- 
ment is located, were provided with new 
and up-to-date instruments, there is no 
doubt that company good will would be 
increased. 

Moreover, it is certain that prospective 
will much more 


subscribers readily be 


transformed into the desired “‘new busi- 
ness,” if they are offered spic and span 
new apparatus. These things make a dif- 
ference. 


No company should hesitate to make ex- 


penditures which are 
in order for fear of 
being criticized as 
unduly prosperous. 
During the depres- 
sion queer things are done by people who 
seem to take a pride in displaying poverty 
just as they took pride in being extrava- 
gant during the boom times. 

It was reported recently that a tele- 
phone man said he disliked to make a 
sizable bank deposit, not because he was in 
doubt as to the safety of the bank, but 
rather that he “knew it would get around 
town.” He was afraid the residents of the 
community would think he was making too 
much money and start an agitation for a 
reduction in telephone rates. 

This was probably the wrong psychology, 
however, for it is generally true that peo- 
ple have respect for a successful concern 


and want to be 


identified with such a 


company. Telephone subscribers prefer to 
buy service from a company that is well 
managed and able to make a good showing 
than from one that is run inefficiently and 
cannot make ends meet. And, of course, 
the service from the successful company 
is bound to be more satisfactory. 
Telephone Stability. 

“There is plenty of evidence to back up 
your recent editorial on the stability of the 
telephone business,” writes a TELEPHONY 
subscriber. “Even those who have a griev- 
ance against telephone 
that. 


companies admit 
For instance, in its order and opin- 
ion, trying to cut rates 12% per cent, the 
Wisconsin commission said: 


“ae 


Freedom from competition and the 


essential nature of its services give the 
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telephone company a position of stability 
and certainty which no other business en- 
joys in as great a measure.’ 

In another portion of the same opinion, 
the commission describes the telephone 
business as an ‘enterprise enjoying a com- 
plete monopoly, not harassed by competi- 
tion, and rendering a service which has 
become an absolute necessity of business 
and social intercourse.’ Again, the com- 
mission said: ‘We do not know of any 
other business in this state of any magni- 
tude in which there is so little risk over 
a period of time.’ 

These testimonials are comforting, but 
they do not altogether compensate for the 
attempts of radical commissions to slash 
rates and reduce telephone revenues. By 
the time the Federal court gets through, 
however, it is likely that the principle of 
investment will be 


a fair return on the 


re-established.” 


* * * * 


“Your recent editorial discussing the 
stability of the telephone business deals 


with a subject that we in the business 


Suggestions 
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ought to remember more often,” says an- 
other subscriber. ‘Most of us are too apt 
to think only of our own troubles and to 
forget the good points of our industry. 

“While away on vacation this summer I 
happened on a magazine containing the 
report of the lecture on ‘Social Aspects 
of Communication Development, given by 
Arthur W. Page, of the Bell organization, 
before the Lowell Institute of Boston. 

“In this address he said that the United 
States Post Office delivers about 16 billion 
letters a year. The telegraph companies 
deliver about one-fifth of a billion mese 
sages, or one to every 75 letters. There 
are about 27 billion telephone messages a 
year, or about five telephone messages to 
every three letters. 

We in the telephone business fail to 
realize the magnitude of the service our 
industry supplies, or to appreciate, usually, 
what the telephone means to the people of 
the United States. These figures help show 
how important the telephone business is, 
and why it has built up a reputation for 


stability. They tell their own story.” 
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A Rate Angle. 

“You are constantly raising your rates,” 
is an accusation telephone men frequently 
hear from subscribers who are in’a com- 
plaining mood. 

Such thoughtless critics should be re- 
ferred to the story that appeared on page 
18 of the July 9 issue of TELEPHONY, 
which told of the visit of a man to the 
Pine Bluff (Ark.) exchange of the South- 
western Bell Telephone Co. to pay his 
telephone bill. He handed over $2 to cover 
the invoice, the cashier stamped the bill 
“Paid,” and then noticed that the bill was 
dated 1915. 

Naturally, the cashier thought the ac- 
counting machine had made an error in the 
date, but the subscriber had the envelope 
which contained the bill, and that was 
post-marked 1915. 
had been paid, but the 1915 relic had been 
mislaid and only came to light recently. 


Other subsequent bills 


The po:nt is, that the customer’s charge 
had not changed in 17 years, which offers 
strong evidence against the statement that 


telephone rates are “always being raised.” 


for a Toll Sales Program 


Address Before Geneseo District Meeting of Illinois Telephone Association, 
Dealing With Sale of Toll and Long Distance Service—With Quickening of 
General Business, This Service Is Important Source of Company Revenue 


By A. Jackson Harty, 


Advertising Manager, Southeast Missouri Telephone Co., Cape Girardeau, Mo. 


These have been difficult times for prac- 
tically all telephone companies, from the 
smallest to the largest. Most companies 
have suffered a net loss in telephones 
despite an earnest and intelligent effort to 
hold old subscribers and obtain new ones. 
In these efforts, the telephone companies 
have been ably assisted by the national as- 
sociation, the state associations, and the 
manufacturers of telephone equipment. 

Aggressive efforts to sell exchange serv- 
ice are to be highly commended, for with- 
out such efforts I am sure that the storms 
of the depression would have driven us 
farther regular course 
than we now find ourselves. 

But there is another major market open 
to productive sales work, that is, the mar- 
ket for toll service. For some time my 
own company has been active in efforts to 
increase the toll usage of its subscribers. 
We are convinced that it is a profitable 
activity, and 1 wish, therefore, to take this 
opportunity to review with you some of 


much from our 


the plans and procedures that we have 
been following. 

Prior to 1930 there was apparently no 
for attempting to. sell 


particular reason 


toll service. Almost generally, every tele- 
phone company expected each year to show 
an increase in toll revenues over the pre- 
ceding one, and seldom was there reason 
for disappointment. 

In fact, there were as many, and fre- 
quently more, calls offered than could be 
satisfactorily completed with the available 
toll facilities, despite the fact that such 
facilities were being almost constantly im- 
proved and added to by various companies. 
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The average morithy expenditures for Long 
Distance service for family (including business 
calls fiom residence telephones) approximates 
the cost of either one of the following 
items 
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Fig. 1. Comparison of Average Cost of 
Monthly Toll Service, from Residence Tele- 
phones, with Items Which We Use Daily. 


But the depression has radically altered 
the picture as you all know. Heavy de- 
clines in toll usage, affecting both line hauls 
and commissions of most telephone com- 
panies, have resulted. In many instances, 
such decreases represent the difference be- 
tween a satisfactory net return on our 
telephone properties and what we are actu- 
ally experiencing. 

Instead of a shortage of toll facilities, 
there are almost everywhere, I believe, am- 
ple facilities to handle a greatly increased 
toll business. Certainly the need for rev- 
enue together with the existence of spare 
toll facilities is reason 
to sell toll service. 

But there are reasons for toll 
work, in addition to the need for revenue 
and the facility situation. For one thing, 
we cannot assume that either residence of 
business subscribers will, of their ow” 
accord, use long distance service in the 
manner and to the extent that maximum 
satisfaction and value are realized. 

Probably relatively few business me! 
have an adequate appreciation of toll serv- 
ice as a business tool, while a very large 
proportion of residence subscribers cvnfine 
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their use of long distance to emergencies; 
many never use it. 

People naturally use or purchase things 
to which they are accustomed until some- 
thing better comes to their attention or is 
demonstrated to them. This applies to 
toll service just the same as it does to 
farm tractors or electric refrigerators, as 
illustrated in Fig. 1. 

In selling any product or service, 
whether it be 16-cylinder automobiles, ad- 
vertising, or toll service, it is essential that 
the salesman know his product and also 
that he know its market. Unless a sales 
manager, too, knows his product and its 
market, he cannot properly plan his sales 
work; neither can he intelligently assist 
and direct his salesmen. 

Now what do we know and what should 
we know about our product, toll service? 
Most of us know a lot about toll service. 
We have been furnishing it for many years. 
But do we have the sales points for toll 
service so organized and fixed in our minds 
that we can present them to our subscrib- 
ers effectively? Our experience has indi- 
cated to us that many people have errone- 
ous ideas about the cost and quality of long 
distance service : 

1. They believe the rates for long dis- 
tance calls to be much higher than they 
actually are. 

2. They do not know how simp!e and 
easy it is to place a call. 

3. They are unacquainted with the speed 
of long distance service. 

4. They are afraid that they cannot hear 
distinctly or make themselves understood. 

5. Many people think of long distance 
in terms of emergencies. They have not 
experienced the convenience and satisfac- 
tion of long distance calls for ordinary oc- 
casions. 


Now, briefly, those are the reasons why 
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many people use long distance so little. 
What we should do to correct such impres- 
sions is, I believe, fairly obvious. Certain- 
ly we should inform our subscribers what 
long distance service actually costs. Many 
of them will be agreeably surprised when 
told that after 8:30 in the evening they 

















“We Owe It to Ourselves and to Our Sub- 

scribers to Aggressively Push the Sale of 

Long Distance Telephone Service,’’ Says 

Mr. Harty. ... “Our Suggestions Must Be 

Based Upon a Practical Knowledge of the 

Specific Ways in Which They Can Use Toll 
Service Profitably.”’ 


can call 100 miles for 35 cents, or 500 miles 
for $1.15. 

There are many people who do not know 
how to place a long distance call. They 
think it is as difficult as filling out an in- 
come tax sheet. Tell them that all they 
have to do is to lift the receiver, call long 
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distance and say whether they will talk 
to anyone at the distant telephone (station- 
to-station service) or whether they want to 
talk to a specific individual (person-to-per- 
son service). 

There was a time, within our own expe- 
rience, when it required considerable time, 
frequently a half hour or an hour, to com- 
plete a long distance call. But today a long 
distance call goes through with almost the 
same promptness as a local call. 

During the last 10 years the average 
time required to complete a long distance 
call has been lowered from almost 10 min- 
utes to approximately two minutes. In 
many companies a large proportion of the 
connections are now made while the calling 
party holds the line. 

“But I could never hear over the tele- 
phone at such a great distance,” remarked 
a subscriber to one of our operators. The 
subscriber, a neighbor of our operator, had 
been telling of a daughter in California 
whom she had not seen for three years, 
and our operator had suggested a long dis- 
tance call. 

The call was made, after which the sub- 
scriber remarked: “I could hear her voice 
as clearly as if she were in the room. 
California doesn’t seem so far away now.” 

Conversation by telephone is equally 
clear whether it be across the continent or 
across the street. So let us tell them that 
long distance conversation is clear. 

Long distance provides two-way com- 
munication. Probably the two-way ad- 
vantage of long distance was never better 
stated than in a sentence written soon after 
the first long distance circuit was opened 
between New York and Chicago, almost 
40 years ago. This is it: 

“Question and answer, suggestion and 
modification, acceptance and refusal can 
be exchanged effectively and almost in- 











SUGGESTIONS FOR INAUGURATING A TOLL SALES PROGRAM. 


Well worth reading is the address on 
“Suggestions for a Toll Sales Program.” 
This address was delivered at the Geneseo 
district meeting of the Illinois Telephone 
Association on June 29. 

It is, of course, impractical for most 
telephone companies to place all the sug- 
gestions and plans presented into effect at 
once. In beginning active toll selling it 
is desitable to select a few things to do 
and then do these thoroughly, extending 
the work more or less gradually as it can 
be satisfactorily handled. With this in 
mind, Secretary A. J. Parsons of the Illi- 
Nois Telephone Association has set down 
a few things which, it seems to him, 
should be done in starting a toll sales 
Program: 

Firs’, a simple analysis of one or two 
Month’ toll business should be made in 
order ‘o have rather exact knowledge of 


a 


=— 


where the toll revenue is coming from at 


present. How much from business sub- 
scribers? How much from residence sub- 
scribers? How much from transients? 


Who are the principal toll users? 

Second, it seems desirable to set up a 
simple card record on the larger toll users 
among business subscribers, say, the up- 
per 10 per cent. On this record the toll 
billing of each subscriber in the group 
should be posted each month. 

Third, this group of larger toll users 
should be supplied with out-of-town num- 
ber directories of the general type de- 
scribed by Mr. Harty. Such directories 
are not only a convenience to the customer, 
but they also directly encourage the use 
of toll service by giving specific rates, 
which are lower than most people think. 

Fourth, select a few business firms, ex- 
amine the use which they are now making 


of toll service, and then discuss with them 
the specific purposes for which long dis- 
tance can be profitably used in their busi- 
ness. Many manufacturers and wholesal- 
ers are glad to have orders telephoned to 
them, and they will pay the charges. With 
some customers the principal opportunities 
for using toll service may be for other 
purposes, such as selling, administration, 
making collections, etc. 

Fifth, provide rate posters of some 
kind at telephone locations where tran- 
sients use long distance. If all telephone 
companies used such posters, much would 
be accomplished to make the public “long 
distance-conscious.” 

Sixth, review with all employes the op- 
portunities for selling long distance, and 
encourage them to take advantage of their 
contacts with subscribers to present its 
specific uses and advantages. 
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stantly, whether the correspondents be a 
few miles or a thousand miles apart.” 

To me there is a genuine ring in that 
statement, and I do not believe that it can 
be improved upon. 

Outside of face-to-face contacts, the 


Quick Trips 


Long Distance 


From Cope Girordeou 


Blytheville, Ark. . 
Caruthersville, Mo. . 
Chester, lll. . 

Flat River, Mo. 
Jefferson City, Mo. 
Kennett, Mo. . 

Little Rock, Ark. 
Memphis, Tenn. 
Poplar Bluff, Mo. 

St. Louis, Mo. P 
Ste. Genevieve, Mo. . 
Springheld, Mo. 


Q , : 
TAY UY LL 


) 
Fvening and night rates even lower 





Fig. 2. Sign, Showing Station-to-Station 
Rates, Which Can Be Hung in Prominent 
Public Place. 
telephone is the only means of communica- 
tion that is both personal and direct, that 
is, permits two specific individuals to trans- 
mit their thoughts and personalities direct- 
ly to each other without any intermediate 

steps. 

That is one very important reason why 
long distance is a valuable business tool in 
business for selling, buying, making col- 
lections, and supervision and management. 
So we should thoroughly understand the 
advantages of this two-way feature and 
stress it in talking about long distance. 

I have already remarked that long dis- 
tance is personal. Courtesy, interest, hap- 
piness, affection—these and many other 
moods and feelings are registered by long 
distance. In effect, personalities as well 
as words are transmitted. That is why 
long distance conversations between rela- 
tives or friends are particularly satisfying. 
Doubtless that is why a certain young man 
who knows a young lady in another town 
writes so seldom but telephones regularly. 
Do not forget to emphasize the personal 
quality of long distance along with its 
two-way feature. 

Those responsible for the management of 
telephone companies, whether they repre- 
sent a single exchange or a group of ex- 
changes, have lacked adequate facts upon 
which to judge whether or not toll usage 
is high or low in a particular exchange, 
whether or not a particular division of the 
market is relatively undeveloped; and 
whether or not particular lines of business 
or even individual subscribers are using 
toll service as their real needs justify. 
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Personally, I doubt if anywhere in the 
telephone industry there has been developed 
information and measuring sticks for ans- 
wering such questions in a completely sat- 
isfactory manner. But it seems to me that 
real progress has been made and I would 
like, therefore, to present briefly certain 
market information which has, I believe, a 
pretty general application. 

The market for toll service consists of 
three groups of users or prospective users: 

1. Business subscribers. 

2. Residence subscribers. 

3. Transients. 

Towns and cities vary widely in the de- 
gree to which both residence and business 
subscribers use long distance. Similarly, 
there are marked differences between 
towns in the relative volume of toll rev- 
enue afforded by transients. To illustrate, 
the following data are presented, showing 
the comparative toll usage of the three 
groups of subscribers in two exchanges, 
for a certain period, both being farm trad- 
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scribers, we found such comparisons as 
these: 

Of two produce dealers doing practically 
the same volume of business and otherwise 
similarly situated, the average monthly toll 
bill of one is $10 as against $50 for the 
other. A certain automobile dealer, oper- 
ating a garage in connection with his busi- 
ness, uses long distance freely in his ef- 
forts to give his customers the best service 
possible and his toll usage is three or four 
times that of another dealer having a cor- 
responding investment. 

A further significant fact is that those 
customers making the greatest use of toll 
service, size considered, are better satisfied 
with their use of long distance than cor- 
responding small users. 

In the average exchange about one-third 
of the total toll revenue is derived from 
residence subscribers. Our experience has 
been that in any one month about one-half 
of the residence accounts have toll charges. 
It is a fact, however, that a considerable 








Total Amount of Amount of Toll Charges 
Toll Charges Billed Billed Per User 
Exchange Exchange Exchange Exchange 
a! =" “_> —" 
Retail establishments ....... $105.40 $334.85 $ 3.63 $ 9.05 
Dealers in farm produce.... 75.85 226.25 15.17 32.32 
Automobile dealers, garages, 
Service SUNGIONS .... 6055s 38.80 112.30 353 8.02 
Financial and real estate.... 28.30 102.75 4.04 11.42 
Lawyers and doctors ....... 20.50 110.55 1.86 7.90 








Comparison of Usage of Toll Service in Two Exchanges of About 2,300 Inhabitants Each, 


ing centers with about 2,300 inhabitants 
each: 


Exchange Exchange 





“_~ —- 
Business subscribers.... $484.80 $1,039.55 
ND sicacticishniaeéveae 84.50 234.20 
Resident subscribers 362.65 537.60 
Total revenue ....... $931.95 $1,861.35 


Other comparisons for both smaller and 
larger towns could be cited to illustrate 
further the wide variations in toll usage. 
As to the comparison cited, I believe you 
will agree that it indicates the possibility 
of a large undeveloped toll market in our 
smaller exchanges. 

Furthermore, we have been unable to 
point to any differences in the economic 
conditions of the two towns or in the char- 
acter of their populations to account for 
any marked differences in toll revenue. 

To illustrate some of the characteristics 
of the business tool market, let us consider 
the breakdown of the toll usage among 
some of the classes of business subscribers 
in exchanges “A” and “B.” 

From the accompanying table it will be 
noted that retail stores in exchange “B” 
used about three times as much toll service 
as those in exchange “A,” and that even 
greater differences exist in the case of some 
of the other classifications. When we ex- 
amined the toll usage of individual sub- 


part, possibly as much as one-third, of the 
toll charges billed residence telephones 
represents toll used for business purposes. 
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Lower rates apply on “station-to- 
station calls « » those on which you 
will talk with anyone at the called 
telephone * + than on calls for a par- 
ticular person. 

A brief list of typical “‘station-to-sta- 
tion” rates from Cape Girardeau, Mo.: 

DAY EVENING: NIGHT 


4:30 a.m. to 7:00 p,m. to 8:30 p.m. to 
00 p.m. 8:30 p.m. 4:30 a.m. 


Bismarck, Mo. $0.50 30.40 $0.35 


Caruthersville,Mo. .50 40 35 
Chester, Ill. 40 35 35 
Farmington, Mo. .45 35 35 
Jefferson City,Mo. .90 -80 55 
Kennett, Mo. 55 45 35 
Little Rock, Ark. 1.10 95 -65 
Memphis, Tenn. 80 -70 58 
Poplar Bluff,Mo. .50 0 35 
Rolla, Mo. 75 -65 AS 
St. Louis, Mo. -65 55 0 
Springfield, Mo. 1.05 -90 00 


Reservations can be made very satisfactorily by Telephone 











Fig. 3. Poster Directing Attention to Rea~ 
sonableness of Station-to-Station Charges 
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Our experience has indicated also that 
the great bulk of our residence toll revenue 
is from a comparatively few residence sub- 
scribers. For example, in four exchanges 
residence subscribers with toll charges of 
$1.50 or over represent around 15 per cent 
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which includes construction, painting, and 
lettering. 

We have no measurements on the in- 
crease in toll revenue resulting from these 
signs, and I doubt if their value can ever 
be measured with any precision. However, 

we do know that the 





signs have attracted 
a great deal of at- 
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Ghe Buccaneer Hotel 


bids you welcome. We sincerely hope that your 
visit with us will be a most enjoyable one. 


You may wish to telephone your office or home. 


and after 8:30 p. m. only 
The operator will yladly furnish any other rates 
you may desire. Prompt local and out-of-town 
telephone connections are made from your room 


tention and caused 
much favorable com- 
ment. When you visit 
our section of south- 
east Missouri, I as- 
sure you that every 
few miles you will 
be reminded that 
you should “talk 
home tonight.” 





As regards the 
business toll market, 
it is not only the 











Fig. 4. Rate Card Which Can Be Placed in Hotel Rooms. 


of the total residence subscribers but were 
responsible for around 75 per cent of the 
residence toll revenue. 

Transient toll usage is important for 
both its present contribution to toll rev- 
enues and for its potentialities. In ex- 
changes “A” and “B,” 9 per cent and 15 
per cent, respectively, of the total toll rev- 
enues were accounted for by transient 
usage as measured by usage from hotels 
and pay stations. 

In eight other exchanges for which I 
have seen data, ranging in size from 2,000 
to 20,000 populations, hotels and pay sta- 
tions accounted for around 12.5 per cent 
of the total toll revenue. 

The transient market includes hotel 
guests, persons attending conventions, pa- 
trons of railroads and bus lines, and inci- 
dental transients, including all those con- 
gregating at public places or using the 
streets and highways. In a sense, the 
transient toll market is a cross section of 
the business and residence toll market, but 
it has special problems from a sales angle. 

To a large extent the job is one of pro- 
viding adequate telephone facilities for 
transient use, and then directing the atten- 
tion of the traveling public to the con- 
venience, pleasure, and profit afforded by 
long distance together with the reasonable- 
ness of the charges. For this purpose, signs, 
Posters, and hotel rate cards are valuable, 
Figs. 2, 3 and 4. 

In connection with our efforts to encour- 
age transient toll usage, my company early 
this year inaugurated a billboard advertis- 
ing program to appeal to tourists and 
traveling men, illustrated in Fig. 5. We 
now have 50 of these “Talk Home To- 
night” billboards in service. 

The billboards are set on the right-hand 
side of the highways leading into 16 towns 
mM our territory that can be classed as 
Stop-over or hotel towns. For your in- 
formation the cost of each sign was $5.00, 


largest division of 
the toll market, but 
it is probably more immediately respon- 
sive to toll sales work than the residence 
or transient market or, at least, the results 
are easier to measure. 

In small and medium-sized exchanges, 
the prospects for increased toll usage may 
well be looked for among the dealers in 
farm products, lumber and coal yards, 
automobile dealers, garages, banks, and the 
principal retail stores. 

An important part of our toll sales work 
with business customers consists in sup- 
plying them with specially-prepared di- 
rectories, listing the names, addresses, and 
telephone numbers of persons or firms in 
other towns which they call regularly or 
may have occasion to call, as illustrated in 
Fig. 6. Toll rates to all the points listed 
in the directory are also given. 

These directories are not only a con- 
venience to a business customer, but they 
also directly encourage a greater use of 
toll service through giving rates to spe- 
cific points. 

In toll sales work with our business cus- 
tomers, we must, of course, consider their 
special problems and needs. This means 
that our suggestions must be based upon 
a practical knowledge of their business 
operations and of the specific ways in which 
they can use toll service profitably. Unless 
the additional uses suggested are practical 
and profitable, it is a sure thing that they 
will be abandoned at an early date. 


Time will not permit any sort of an 
adequate discussion of the problems in- 
volved in thorough toll sales work with 
business customers. In working with a 
large wholesaler or manufacturer whose 
problems are complicated, it is ordinarily 
desirable that a specially-trained toll sales- 
man study the customer’s requirements and 
outline specific plans for the use of toll 
service. 

Frequently there are certain specific uses 
of toll by the executives, other uses by the 
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sales manager, and still other uses by sales- 
men in the field. In many instances, also 
plans are worked out to encourage a firm’s 
customers to telephone their orders. 

In discussing the advantages of long 
distance with retailers, as illustrated in 
Figs. 7 and 8, we should have in mind the 
following advantages : 

1. Ordering by telephone enables the re- 
tailer to keep his investment low and at 
the same time maintain a stock high in 
variety. 

2. In many instances, orders can be 
placed with wholesalers on a collect basis. 

3. Ordering by telephone fits in with 
present-day conditions, which demand much 
closer merchandising cooperation between 
wholesaler and retailer. Present-day con- 
ditions require that the independent retailer 
cooperate with the wholesaler in efforts tc 
reduce the frequency of salesmen’s calls 
and the resultant costs, and the use of the 
telephone on a planned and systematic 
basis will contribute greatly to this end. 

There are two general ways in which 
toll service may be sold to residence cus- 
tomers. One way is to bring up the sub- 
ject of toll service in our daily contacts 
with our residence subscribers. The other 
is the broadcast method, such as newspa- 
per advertising and enclosures in monthly 
telephone bills. 

In our company we have been using 
radio advertising and, I believe, very ef- 
fectively. Our territory is served by sta- 
tion KFVS, which covers a radius of 
about 50 miles around Cape Girardeau and 
reaches about two-thirds of our area. We 


used this method over a four months’ 














Fig. 5. The Southeast Missouri Telephone 

Co. Has Placed in Service 50 ‘‘Talk Home 

Tonight” Billboards Which Have Attracted 
Considerable Attention and Comment. 


period, and we expect to resume it during 
the latter part of this year. 

This advertising took the form of eight 
brief announcements each day, most of 
them being suggested by our employes. 
This is typical of the announcements: 
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“Long distance rates are based on air line 
mileage, as the crow flies from one town 
to another. You can talk 3 minutes to a 
town 100 miles distant for $0.60, $0.35 after 
8:30 in the evening.” 

Bill inserts, as shown in Fig. 9, repre- 
sent an inexpensive and effective way of 
bringing subscribers’ attention to the ad- 
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folks back home, to another its use in 
advising and encouraging their boy or girl 
away at school, or to others its use in case 
of illness, death or other emergencies, 
where the superiority of long distance over 
other forms of communication is especially 
marked. 

These are only a few of the many situ- 
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Fig. 6. Specially-Prepared Directory Listing Names, Addresses and Telephone Numbers 
of Persons or Firms in Other Towns Which Your Business Customers Call Regularly or 
Have Occasion to Call. 


vantage of long distance and the reason- 
ableness of the charges. 

Each employe of a telephone company, 
whether lineman, operator, or cashier, can 
contribute to the job of increasing the use 
of toll service by residence and business 
subscrikers. 

In this connection it is important, of 
course, that employes know and appreciate 
the special qualities of long distance, in- 
cluding its two-way feature: the fact that 
it is personal, and that the charges are 
reasonable. 

Further, they should be able to relate 
long distance to the needs or interests of 
the particular people with whom they talk. 
To one person they may suggest the use 
of long distance in keeping in touch with 


ations in which they can recommend long 
distance. 

In conclusion, I believe that we owe it 
to ourselves and to our subscribers to ag- 
gressively push the sale of long distance. 
Keep in mind that we have in long dis- 
tance a high-quality product, and one that 
can be more extensively used by most of 
our subscribers with pleasure and profit to 
themselves. 


A More Hopeful Aspect of Present 
Economic Conditions. 

There has been no lack of discouraging 
comments on business conditions during the 
last three years. One of the hopeful signs 
today is that the current reviews of the 
situation express more optimistic views. 
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Instead of saying “Prosperity is just around 
the corner,” these surveys relate that peo- 
ple are facing conditions and making a 
genuine effort to make adjustments. 

One of the sanest surveys is found in a 
bulletin issued by the First National Bank 
of Boston, which says, in part: 

“About three years have passed since 
business activity began its downward 
course, which has continued with but minor 
interruptions to the lowest level on record. 
During this period our financial and busi- 
ness system has been called upon to meet 
one crisis after another, and the manner 
in which these shocks have been withstood 
inspires renewed faith in the inherent 
strength of this country. 

The American people have in turn been 
stunned, bewildered, and hysterical, but 
there is increasing evidence from all parts 
of the country that they are becoming more 
and more reconciled to a lower level of 
business and profits and are making ad- 
justments accordingly. This is most sig- 
nificant, as the psychology of the public 
at this stage of the deflationary movement 
has a very important influence on the 
future trend of business. 

In a democracy such as ours, there can 
be no dictator to decree just what read- 
justments are to be made, but we must de- 
pend largely upon each individual, firm, 
and public official to play the part. An 
unfavorable feature of a democracy during 
an economic crisis is that stubborn resist- 
ance is offered to inevitable corrections. 

For the most part, necessary steps are 
not taken until compelled by economic pres- 
sure, with the consequence that the depres- 
sion tends to be aggravated and prolonged. 
Despite these handicaps, encouraging prog- 
ress has been made in virtually all lines 
and in all parts of the country. There is 
a growing disposition to face unpleasant 
realities, to realize that palliatives offer no 
permanent cure but only defer the in- 
evitable, and that the way out of this de- 
pression is for each individual to grapple 
with his problem and put his own house in 
order. 


Aside from providing relief measures 
which will cushion the decline during the 
critical stages, there is not much that a 
government can do directly. On the other 
hand, it is of the utmost importance that 
the government maintain its credit unim- 
paired, avoid the passage of measures which 
will cause distrust and shake the confidence 
of the public, effect real economies in gov- 
ernment, and levy taxes on a broad and 
equitable basis. 


A study of our history reveals the fact 
that in a period of economic crisis, such as 
we are in at the present time, the American 
people have an instinctive fear of any 
measures which involve the tinkering with 
our currency or the impairment of national 
credit. During the trying times of the 70's 
and the 90’s, when well organized gro'ps 
carried on incessant agitation for so-called 
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Personnel and Commercial Service 


Select Carefully the Personnel of Your Organization and Good Public Relations 
Will Exist With Your Customers—Choose Employes Able to Handle Difficult 
Situations—-Address Given at a District Meeting of the Texas Association 


In discussing the question of personnel 
and commercial service, I believe I am call- 
ing to your attention a subject that has 
not received its proper share of study 
during our discussions of telephone prob- 
lems. 

We have had many interesting facts 
brought to our attention concerning traf- 
fic and plant problems. Each of these 
subjects has been given considerable time 
and thought at practically all meetings of 
telephone people. Although the commer- 
cial phase of our business has been dis- 
cussed, I do not believe the proper amount 
of stress has been given to the possi- 
bility of commercial employes and _ their 
contact with the telephone user. 

It is even more important now than ever 
before that the commercial employe’s con- 


tact with the telephone subscriber be very . 


carefully exercised, since the buying public 
is demanding more value for its dollar than 
has been true for some time. 

I would first like to emphasize to those 
of you whose duty it is to select and place 
employes, the importance of carefully 
studying the personnel of your organiza- 
tion or applicants for positions. Adhere 
to a rigid specification when considering an 
individual who will serve at the counter, 
or who may come in contact with the com- 
pany’s public. 

These employes are the company’s sales- 
men, and as such they should be selected 
with the utmost care. Once placed, they 
should be encouraged to develop and ex- 
press those characteristics that particu- 
larly fit them for producing the best 
results. 

Furthermore, the scale of pay for jobs 
of this kind should be high enough to 
attract the very best possible talent, whether 
inside or outside of your organization. I 
have a pet theory that the value of the 
right person in a position of this kind 
can not easily be over-estimated. 

I do not think it necessary to detail 
what might be considered the necessary 
characteristics to look for in selecting a 
person to fill such a position in a business 
office. However, a few of the more im- 
portant points or features might be briefly 
enumerated, such as a pleasing person- 
ality, an agreeable disposition, careful 
dress and neat appearance, a studious na- 
ture and a resourceful mind. 

I am quite sure that any of you who 
would sit down and study this question 
for 30 minutes, or an hour, would be able 
to complete a table of specifications that 
would meet the approval of the most fas- 
tidious customer. 


By H. M. Stewart 


To those of you who occupy such a 
position with your respective companies, I 
want to direct a few observations that have 
come to my attention during my service in 
the business office of a large operating 
company and during a period of travel. 

For instance, there is the type of em- 
ploye who appears to find the world is all 
wrong and who greets a customer, or a 
possible customer, with a manner that is 

















Mr. Stewart Emphasizes the Importance of 
Carefully Selecting the Personnel of an 
Organization. This Particular Department 
Is Largely Responsible for the Public Rela- 
tions Existing with Customers. 


discouraging from the moment the patron 
enters the door. A person who has a 
grouchy disposition can not hope to do a 
good job in selling his company to its 
patrons. 

Then there is the type who may be 
busily occupied at his desk when Mr. Sub- 
scriber walks in, and who continues with 
the piece of work at hand while the caller 
grows impatient waiting. It is often dis- 
concerting to be interrupted in the middle 
of a column of figures, or some other piece 
of work that requires concentration, but 
there is an unwritten law among the actors 
of the stage that the “show must go on.” 

This law has been transferred to the 
public utility field and re-written into an 
axiom’ that the “public must be served.” 
Consequently, I am sure you will find 
an alertness to the visitors’ presence will 
prove of more value to the organization 
you represent than the delay in totaling 


20 


the column of figures, which can usually 
wait without suffering any reflection to 
its personal pride and time value. 

There is, also, the type of employe who 
may have established his personal habits 
on the theory that so long as the meat of 
the nut is rich and juicy, there is no need 
to consider the outside appearance of the 
shell. This theory may have its merits 
and will usually work among those of 
close acquaintance, but it has no value to 
the man who stops in for a brief period and 
forms opinions by the outside appearance. 

Limited financial means may sometimes 
prevent a man or woman from securing 
Fifth avenue clothes, but it does not pre- 
vent an individual from keeping these 
clothes neat in appearance, and adhering 
to clean personal habits. Remember at all 
times that you are an ambassador for your 
company and that its success depends a 
great deal on the impression you make on 
its customers and the manner in which 
you dispatch its business. 

Another undesirable type of employe is 
the one who may be suffering from either 
pure indifference or an inferiority com- 
plex. This employe does not belong be- 
hind a counter as he is one of the most 
unsatisfactory types with whom to deal. 

He can usually be spotted by his ap- 
pearance and lax manner; and if this fails, 
a brief questioning will soon reveal his 
inability to properly fill the position, as 
he usually places responsibility on a re- 
mote third person. For example, when he 
finds himself the victim of some rapid-fire 
questioning, he usually shifts the burden 
and tries to pacify or dismiss the visitor 
by such trite phrases as “We can not do 
so and so, because it is against the com- 
pany’s rules.” 

In the first place, there is no such thing 
in a progressive business organization as 
a rule when dealing with its trade. Any 
organization established for the purpose 
of dealing with fickle humanity can not 
possibly establish such a thing as a rule, 
in its relations to its patrons, and exist. 

Definite rules may be established and 
enforced among the organization’s per- 
sonnel, but when it comes to handling its 
trade, rules are changed to “policy.” Even 
if there were such a thing as a definitely- 
established rule to this phase of its busi- 
ness, an employe should never be permit- 
ted to use the word “rule” in addressing 
a customer. 

The psychological effect is very unde- 
sirable as the word “rule,” when so used, 
means strict discipline. It is strictly against 

(Please turn to page 24.) 
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The Strowger R. A. X. 


(rural automatic exchange) provides satisfactory, reliable and profit-earning 
24-hour telephone service in rural areas. Strowger R.A.X. networks possess all 
the well-established characterestic advantages of Strowger equipment—standard 
components . . . . easy maintenance ... . compactness . . . . adaptability 
. ... flexibility . . 


Automatic Electric Company, Ltd. 


Formerly Automatic Telephone Manufacturing Co., Ltd. Associated Company: 
Strowger Works, Liverpool, England The International Automatic Telephone Co., Ltd., London 
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The Shop Window 


directs attention to some of 
the outstanding developments 
in both the Strowger automa- 
tic telephone and associated 
fields originated and matured 
in the Strowger laboratories 
and works. 
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AMERICAN AUTOMATIC ELECTRIC SALES COMPANY 
1033 W. Van Buren St., Chicago, U. S. A. 
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When communicating with Automatic Electric Co.. please weution TELEPHONY 
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WE PRODUCERS 
for TELEPHONE COMPANIES 


5. Private Automatic Branch Exchange Service—For the Home 


4° cellent possibilities for intensive sales work 
omtelephone companies. Not only large homes, 
st sm@auiring only three or four telephones, can be 
Id infiunication service in addition to service for 
stsidef&—and the monthly revenues of the telephone 
>mpam increased thereby. 


Thigede possible by the development of Strowger 
intercMA-B-X units, automatic in operation, small in 
ze, aect the requirements of a home. Their cost 
so lfican be profitably placed in homes requiring 
nly tiitelephones. Not only does the renting of 
uch e@telephone companies constitute an important 
auxili@jot revenue, and as such worthy of intensive 
romémo the promotion of such service stimulates 





he gé™telephone service by increasing the number 


i 7 2 . The Attractive and Durable Monophone Is Used 
»f statifior literature and prices on this equipment. in All Strowger tntereommunicating Systems. The 
Sub-Base Instrument Pictured Here, in Connection 
with Certain P-A-B-X Units, Provides a Selection 
of One of Two Central Office Trunks by Operat- 


lone Services for the Modern Age” is the title of ing the Proper Key. 
Mm auxiliary services. Send for your copy today. 
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Exclusive Export Distributors 





hatic Electric Company AUTOMATIC ELECTRIC SALES COMPANY, LIMITED 


1027 W. Van Buren St., Chicago, U. S. A. 


"rs of Strowger Automatic Dial Telephone and Signaling Systems AUTOMATIC ELECTRIC SALES COMPANY, S. A. 
CHICAGO, U. S. A. 22, Rue du Verger, Antwerp, Belgium 
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When communicating with Automatic Electric Co.. please mention TELEV’HONY. 
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(Continued from page 20.) 
the inherent law of human nature for a 
man to be told that he has to do some- 


thing, and that is the thought that is in-, 


directly seared across his mind when the 
word is used. In the second place, you 
have done nothing to satisfy the questions 
in his mind, as he has had no definite 
reasoning, nor explanation, of his problem 
and may leave the office laboring under 
false ideas and with a deep-rooted grudge 
toward the company. 

Furthermore, such a phrase immediately 
raises in his mind the thought that he has 
come to the wrong place to air his prob- 
lem or grievance; that in order for him 
to get a satisfactory answer, it will be 
necessary for him to see some higher 
official, someone who can_ speak with 
authority as a representative of the com- 
pany and not as a robot. 

I do not need to tell you that prac- 
tically every individual believes, within his 
own mind, that he is right, or that his 
problem is a little different from the aver- 
age. If he can see the proper parties, his 
case will receive what he considers a fair 
hearing and a satisfactory answer. 

Such a person is not satisfied with the 
mere expression that “so and so” can not 
be done because it is against the com- 
pany’s rules. The results are that he 
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either maintains a grievance toward the 
company or finally batters his way into 
the office of a superior official who has 
paid you to take care of the matter at 
hand. 

_Let us see if we can visualize an ex- 
ample. Mr. Jones has received a state- 
ment for telephone service upon which he 
notices a charge designated as a report 
charge. Experiencing the usual sensation 
of a person who feels that he is being un- 
duly charged he calls upon the business 
office of the telephone company. 

On his way down, he has time for reflec- 
tion and his temper mounts with each step. 
By the time he has reached the office he 
is pretty well steamed up and has for- 
mulated in his own mind a rather scin- 
tillating speech in which he expects to 
enumerate all of the shortcomings of the 
telephone company for the past 10 years. 

When he bursts into the office, the coun- 
ter clerk, John Doe, or Miss Sally Smith, 
is busily engaged checking yesterday’s col- 
lections and lets Mr. Jones stand and wait 
until they have finished the column of 
figures and are ready to hear what he has 
to say. 

Perhaps Mr. Doe or Miss Smith was 


_ out late the night before, or had to walk 


with the baby all night and is in no mood 
for any display of temper by any one 
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Pep recipe: 





PEP 


By Miss Anne Barnes, 
Traveling Chief Opérator, Iowa Independent Telephone Association, 
Des Moines, Iowa 


We often find ourselves wondering how some folks, who do not seem to 
have any mofe ability than we have, are able to accomplish exceptionally worth- 
We give credit to their opportunities rather than to their per- 
“Perhaps they had a better start than we had,” we are wont 
“Maybe they had no one to think of or care for but themselves.” 
“They were not confronted with as many obstacles as we were.” 

In all of this questioning we are not trying to discover how such folks 
made good, but, rather, are setting up a defense for ourselves in not being 
able to accomplish as much as they have. 


Vigor is more commonly called “pep.” 
is expressed physically only and the other by a vigorous mind, heart, nerve, 
The first is very deceiving and not lasting. The latter rings true 


Physical pep washes out under strain, disappointment, etc., Hetty Stone, 
Her peppiness might be likened to a meteor, a star that dazzles 
or excites wonder and passing admiration. 
And what a misfit they often prove to be in 
There is very little wheat in such chaff. 

The folks who are able to accomplish exceptionally worthwhile things 
They are the ones we find ourselves wonder- 
It might be said of them, “Their race, by vigor combined with 


Let us stop making excuses for ourselves. 
how young we may be, and assuredly not if we are getting on in years. 
Use equal parts of sand and grit as a base. 
with vim, vigor, vitality, and season with a friendly smile. 
heated by the eternal flame of a neighborly spirit. 





We forget that “The race by vigor 


There are two kinds of pep: One 


Women of her type are responsible 


We haven’t the time, no matter 


Blend together 
Bake in an oven 
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else other than themselves this morning. 
They walk casually over to the counter 
with a heavy frown on their face and, 
with a grunt, allow Mr. Jones to open up. 

The first time he stops for breath, they 
intercede with the statement to the effect 
that it is a rule of the company that a 
report charge must be made on incom- 
pleted toll calls, and that they can not 
take the charge off the bill; consequently 
he will have to pay it. Their manner of 
speech indicates to Mr. Jones that insofar 
as Mr. Doe or Miss Smith is concerned, 
the matter is closed. 

Instead of being satisfied he is more 
positive than ever: that the telephone com- 
pany is comprised of a band of crooks and 
thieves operating under a legal franchise. 
Beginning to despair of hope of a satis- 
factory adjustment, he proceeds with an 
even more venomous line of conversation, 
to which he receives the same reply : “Well, 
it is one of the company’s rules and I can’t 
do anything about it.” 

Sometimes Mr. Jones accepts that as 
the inevitable, placing himself, in his own 
mind, in the role of a martyr to the cause 
of man’s inhumanity to man. Then again 
he may succeed in getting to the office 
of the general manager where his cause 
is heard and a satisfactory explanation is 
offered. 

Let us reverse this picture to the extent 
that when Mr. Jones lunges up to the coun- 
ter, he finds Mr. Doe or Miss Smith busy, 
but not so busy that they can not jump to 
his service immediately. The suddenness 
of this eager desire on their part to attend 
to his visit is rather disarming and some 
of the sharp criticism he had formed in 
his mind becomes lost in this new change 
of things. 

The pleasing manner and the engaging 
smile of the company’s representatives as 
they listen to his story tends to further 
soothe his mind, and he soon begins to 
wonder if he is correct in his charges. By 
the time he has finished his tirade, he has 
pretty well cooled off. After he has fin- 
ished his story, to which the employe has 
listened attentively, he now hears the tele- 
phone company’s position. 

Instead of the flat statement that the 
company has made it a rule, the third per- 
son is entirely forgotten and the word 
“rule” is overlooked. Instead he hears 
the employe say that for some time there 
has been a practice of making a nominal 
charge on all person-to-person long dis- 
tance telephone calls that were incom- 
pleted through no reason of theirs. 

This statement is, of course, detailed 
with facts and explanations such as: “We 
believe this to be just, as we use a con- 
siderable part of an operator’s time, and 
at the same time we tie up our long dis- 
tance circuits in which we have a heavy 
investment of money. Furthermore, in 
nearly all cases we render you full ser- 
vice for the charge, as no charge is made 
unless the telephone answers, and ii it 
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answers we usually secure information that 
is worth something to you, such as, ‘Mr. 
Thompson is not in Oklahoma City today 
but has gone to Muskogee.’ ” 

The employe may further add that “this 
charge was made after due consideration 
on our part and the cost has merely been 
placed where it belonged.” In other words, 
the explanation is given that if this charge 
were eliminated, it would make it neces- 
sary to increase all long distance rates 
enough to take care of this wasted time 
and effort on the part of the operating 
staff. 

You will notice this employe has never 
mentioned the word “company,” but in- 
stead he has substituted the word “we.” 
Instead of saying “rule,” he substitutes 
“we find it to be more practical” or “of 
a greater advantage to both you and us to 
follow this policy” or “practice.” 

The employe does not hurry the cus- 
tomer out, but he encourages him to listen 
while a further and more detailed ex- 
planation of the company’s practices, and 
the reason for them, is made. The results 
are that Mr. Jones leaves the business 
office of this company with a better feeling 
that he has ever had before, and he goes 
out satisfied that he is being given full 
value for his investment in telephone ser- 
vice. Instead of becoming a knocker, he 
is a new friend and booster. 

In closing, perhaps you will allow a 
few illustrations of the points I am trying 
to stress. 

The first occurred in the business office of 
a large operating company by which I was 
employed. It happened on a rather busy 
day when the lobby was somewhat crowded 
and numerous visitors were being handled 
at the counter. A customer approached one 
of the young men with just such a com- 
plaint as I have already mentioned. 

This young man met the customer with 
a genuine smile and interest in his prob- 
lem. After a lapse of a few minutes the 
man left the office well satisfied, as his 
question had been very satisfactorily an- 
swered. 

In the meantime, another man who had 
been sitting idly in the lobby awaiting the 
completion of a long distance telephone 
call, had observed this transaction at the 
desk. As the customer filed out the man 
approached the employe of the company 
with the statement that he had watched 
this entire procedure and that he would 
give anything he possessed if he had the 
ability to meet an irritated customer with 
as Open a countenance and engaging smile 
as this young man used. 

A second illustration comes from out- 
side of our own business, and is one that 
nearly all of you have probably experi- 
enced at some time or another. It seems 
that tie wife of one of our national fig- 
ures .isited a fashionable and exclusive 
store a neighboring city for the pur- 
Pose «i equipping her wardrobe for an 
extended trip. Like most of our really 
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great, these people do not seem inclined 
to appear pretentious and might easily be 
mistaken in a crowd for just ordinary 
folks. 

Upon entering the store, she noticed 
there seemed to be a number of sales- 
people available but instead of being in- 
terested and eager to look after her wishes 
and needs, they disregarded her presence 
entirely. After having withstood the 
humiliation of being unnoticed, snubbed 
and pushed aside by rude and incompetent 
clerks for some time, she finally left this 
place in disgust and crossed over to a less 
fashionable but more polite establishment 
and made her purchases. 

It is hardly necessary to emphasize the 
fact that the attitude and manner of the 
employes in the first place not only cost 
the firm a very creditable sale and an 
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esteemed honor, but created a feeling of 
ill will and lost some very valuable adver- 
tising. The prestige of the store declined 
to some extent. In other words: 


A satisfied public is what we should most 
desire, 

Yes, that’s to what we 
aspire ; 

So put a pleasing man in the prominent 
place, 

And we'll have a smile on each customer's 
face. 


should really 


Prices in the Metal Markets. 

New York, August 8: Copper steadier, 
electrolytic spot and future, 544@™%c. Tin 
firm, spot and nearby, $22.50; future, 
$22.75. Lead steady, spot, New York, 3.10c; 
East St. Louis, 2.95c. Zinc, spot and future, 
East St. Louis, 2.80c. Antimony, spot, 
5.12c. Quicksilver, $49.00@52.00. 


What Operators Want to Know 


Traffic Instructions on Federal Tax—Charges on Completed 
Calls Only Subject to Tax—Tax Is Not Applicable to Report 
Charges on Uncompleted Cails—Amount of Tax—No. 59 


By Mrs. Mayme Workman, 
Traffic Supervisor, Illinois Telephone Association, Springfield, Ill. 


The Federal Revenue Act of 1932, im- 
posing a tax on telephone messages became 
effective at 12:01 a. m. on the 21st day of 
June. This act provides that each tele- 
phone message originating within the 
United States, and for which the charge is 
50 cents or more, is subject to a tax. 

The amount of the federal tax is 10 
cents, 15 cents and 20 cents. If the charge 
is 50 cents or more but less than one dollar, 
it is subject to a tax of 10 cents; if the 
charge is one dollar or more but less than 
two dollars, it is subject to a tax of 15 
cents; if the charge is two dollars or more, 
it is subject to a tax of 20 cents. 

TAXABLE MessaGeEs: Charges on com- 
pleted calls only are subject to the tax and, 
therefore, the tax is not applicable to re- 
port charges or to messenger charges on 
uncompleted calls. Messenger charges in 
connection with completed calls are to be 
included in determining the charge subject 
to tax. For example, if the message charge 
is 35 cents and the messenger charge is 15 
cents, the call is subject to a 10-cent tax. 

Collect messages originating at a point 
outside the United States and terminating 
at a point within the United States are sub- 
ject to a tax; collect messages originating 
at a point within the United States and ter- 
minating at a point outside the United 
States are not subject to a tax. 

On messages to telegraph offices, a tax 
applies as on other telephone messages. In 
addition, a separate tax applies to a tele- 
gram charge. On messages from coin sta- 
tions, if the telegram operator requests the 
collection of a telegraph charge, she will 
include the tax on the telegram in the 
amount specified for collection. 


Certain messages, such as those paid for 
by the United States or any state or ter- 
ritory, or political subdivision thereof, or 
the District of Columbia, are exempt from 
tax, but such exemption does not, in any 
case, carry with it authority for waiving 
any telephone charge involved. 

In rating tickets, the amount of the tax 
is not included in the amount entered in 
the charge space on completed tickets. 

If a customer questions you in regard to 
including the messenger charge in deter- 
mining the charge subject to tax, the fol- 
lowing explanation may be given: The law 
provides that the federal tax applies to the 
transmission of a dispatch, message or con- 
versation. The treasury department has de- 
fined transmission to mean all service ren- 
dered and facilities provided which are in- 
cidental to transmission by telephone, tele- 
graph, cable or radio, such, for example, 
as “Messenger Service’ used in transmit- 
ting information for which a toll is charged. 

Additional tax information will appear in 
this section in next week’s issue. 

Questions From Illinois Operators. 

1. How should the federal tax be entered 
on form 3900? 

2. Does the federal tax exceed 20 cents in 
any case? 

3. Should we try a call at another loca- 
tion before asking the calling party's 
permission ? 

4. If a subscriber asks us to rush a call, 
what notation is made on the ticket ? 

5. If the calling party is not sure of the 
called number, should it be entered on 
the ticket? 

For answers to these questions from real 
Illinois operators, turn to page 36. 

















Outside Plant Men Talk Things Over 





Some Telephone Things I Didn’t 
Know Until Now. 
By Oscar Wit TELL. 

That a carrier frequency submarine 
cable with three telephone channels is now 
in service between Key West, Fla., and 
Havana, Cuba. 

That linemen’s side-cutting pliers, in six 
to nine-inch sizes, are now available with 
round noses which permit easier working 
in confined places. They are also much 
easier on the pocket if carried that way. 

That safety engineers do not recommend 
the use of climbers after the gaffs are 
worn to 1% inches, measured on under 
side. When climbers get in this condition, 
they should be either re-gaffed or a new 
pair obtained. 

That a new telephone plant is always 
built from the ground up and also from 
the ground down. 

That a total of 14 New Englanders have 
had the power of speech restored by the 
use of artificial larynges during the past 
six months, thanks to telephone engineers. 

That the average time a telephone goes 
without trouble now in the Bell System is 
two years. 

That a convertible type telephone level, 
very useful in laying out lines, can now 
be purchased for a small sum. 

That telephone fuses are not rated on 
the same basis of a power fuse—that is, 
50 per cent overload. But they will blow 
almost instantly on the current at which 
they are rated. 

That the telephone number LIBerty 
1776 in Boston is available for any his- 
torical, patriotic or military organization 
whose roots go back into revolutionary 
times. 

That scars or catfaces on poles are sur- 
face depressions in the body of the pole, 
generally elliptical in shape. They result 
from tree wounds where healing has not 
reestablished the normal cross-section of 
the pole. 

That the development of a cellulose ace- 
tate lacquer treatment for textile insula- 
tion on wire has made available an im- 
proved type of wire for telephone central 
office use. 


A New Bunch of Safety Rules For 


You to Study. 
By JAKE THE LINEMAN 
Mornin’ buddies! Only about four 
months ter go an’ 1932 will be a thing 


of the past. I just wonder how many of 
you fellers are gonna complete the year 
without an accident? I certainly hope that 
all of you do, an’ I’m shure that if you 
jist keep pluggin’ you'll git by in fine 
shape. 

I've got a perty good joke which I jist 


have ter git off my chest ‘fore I go on: 

An ole colored man walked up to the 
parson and said, “Pahson, I all dope wish 
you’d pray fer my floatin’ kidney.” 

“Why Sam,” the parson said, “How do 
you expect me to pray for somethin’ like 
that?” 

“Wal parson,” Sam said, “Las’ week you 
all was a prayin’ fer all de loose livers.” 

From all the reports I’ve been readin’ 
an’ hearin’ somebody ought ter do some 
prayin’ fer the careless humans who go 
aroun’ takin’ chances with their lives jist 
as though they had a million lives. Each of 
us has jist one life an’ I don’t see why 
ennybody should waste it. Jist ter im- 
press upon you how a bit of carelessness 
can rob you of yer life I’m gonna tell you 
about a few folks who would be livin’ yet 
if they hadn’t been so careless: 

A swimmer, who should have known 
better, dived off into water of which he 
did not know the depth. He landed on his 
head in water which was only a few feet 
deep. For months he lay between life an’ 
death an’ finally death won. 

No matter where you swim always make 
sure that the water is of sufficient depth 
to allow you to dive safely. A few min- 
utes spent learnin’ the depth of the water 
may save your life. 

A driver of a speeding car tried to bring 
the car to a sudden halt on a wet street. 
The car skidded an’ struck a tree. The 
driver sustained concussion of the brain 
which resulted in his death. All of you 
fellows have been warned about speedin’ 
and I feel shure that none of you will 
figure in such an accident. 

Here’s a death which is really pitiful 
for it concerns a young boy only nine 
years old. I hate to see kids die in an acci- 
dent, for they always seem so happy and 
full of life that it don’t seem right fer 
them ter die. I'll call this lad, Jimmy, an’ 
if you’ve got a laughin’, happy boy aroun’ 
yer home will you tell him about this ac- 
cident an’ show him what Jimmy did that 
was wrong? 

Jimmy was playin’ on the lawn in a little 
tent he had made out of one of his mother’s 
blankets. Along came a big gust of 
wind an’ Jimmy’s tent left the ground an’ 
landed on a transformer platform which 
was about eight feet above the ground. 
Jimmy went up after the tent an’ came in 
contact with the high voltage transformer. 
His pals could do nothing to aid him, as 
his clothing burned from his body. Jim- 
mie’s own dad came to his rescue an’ low- 
ered him from the platform with a rope. 
Jimmy passed on four hours later leavin’ 
only sadness behind him. Warn your boy 
now, buddy—things wouldn't seem right 
with him gone. 
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A pedestrian readin’ a newspaper walked 
directly in front of a street car. I doubt 
if he ever knew what hit him fer he was 
dead when they pulled him from under the 
car. 

An electrician with his mind on every- 
thing but what he was doing, walked into 
an open elevator shaft. From what I 
heard the undertaker really had a tough 
job puttin’ him back together. 

A railroad trainman on his way to the 
engine house, took a path across the tracks 
which he had been using fer years. A 
switch engine, which was backing up struck 
him an’ killed him instantly. 

Guess that’s about enuf accidents, but | 
could go on fer hours showin’ how careless 
acts are helpin’ ter fill up the cemeteries 
of this ole world. Play safe an’ don’t get 
planted before yer time fer once yer dead, 
yer dead a long ole time. Enuf said! 

Now, how would you like ter have a 
brand new bunch of safety signals fer yer 
safety notebook? Well, I'll jist amble 
aroun’ an’ see what needs some safety rule 
an’ thus we'll cover lots of groun’. Every- 
body rarin’ ter go? O. K., our first sig- 
nal is: 


If the head of yer hammer shows signs 
of bein’ mushroomed or is split, re- 
place the hammer immediately. Make 
sure the handle of the hammer is in good 
shape an’ that it is securely fastened to 
the head. Don’t use a hammer with a 
split handle. 

Never use a_ screwdriver carelessly. 
Hold the blade squarely against the bot- 
tom of the slot, an’ this will keep the 
blade from slippin’. Use both hands on 
the screwdriver. Put one on the handie 
ter do the turnin’ an’ one on the blade ter 
steady it. Don’t use too much pressure 
an’ don’t get in a hurry. 

Splicers’ helper should pass _ solderin’ 
copper to the splicer with the point down 
an’ he should warn the splicer jist be- 
fore it is passed to him. 

Using this bit of precaution before you 
climb a pole may save you a bad fall: 
Clean yer shoes of any mud er snow 
which may be on them fer if it’s left on 
yer shoes, yer apt ter slip. 

Remember that self respect is some- 
thin’ everyone should have an’ you can’t 
have self respect unless you respect what 
you do. Fer the life of me I can’t see 
how anyone can have any respect fer 
what they do unless they do it safely! | 

Everyone knows that creosote is injuri- 
ous to the skin but yet I see lots 0 
fellows climbin’ creosoted poles without 
wearin’ their gloves. Every time they 
do this they run a chance of irritatin 
the skin. Play safe an’ wear yer 
gloves! 


Be sure that yer safety won't get tal- 
gled up in yer feet or get caught 
somethin’ as you climb up the pole. 

Your cable car should be given the 
once-over each time you use it. Inspect 
the chains and snaps and make sure that 
they are K. O. 
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Unless care is taken when lowerin’ an 
electric lamp into a manhole it’s apt ter 
strike somethin.’ Then there’s liable ter 
be an explosion. 

Splicers’ helpers should tell splicer when 
it is safe for him to leave tne manhole. 
The splicer should come out of the hole 
facin’ traffic. 

Inspect the rungs of your ladders, fre- 
quently, for broken, cracked, split or 
loose ones. Inspect the side rails fer 
splinters, splits and breaks. Turn in all 
defective ladders. 

Never think that you are as strong as 
the circus strong man, an’ try to carry 
a lazy man’s load. Three or four trips 
is better than a strained back! 

Get this straight: No aviator ever com- 
plained of his parachute not opening— 
so why should you complain if you have 
an accident? If you have one, you’ve 
failed to use the parachute of “Safety 
First” which would have carried you 
to a safe landing. 


Safety is one stock whose value is ever 
soaring upwards. Buy a share of it and 
it will save you money. 

Accident is one stock where the stock- 
holders are the losers. They take the 
stock when they don’t need to and pay 
for it with hours of suffering! 

Frequently I hear of a fellow who tries 
ter wipe a joint from the pole. Take my 
advice an’ use a platform. You'll save 
time. 

Every time you spill paraffin on pole 
steps, pole seats or on the platform, 
clean it off at once! 

Time spent studyin’ safety is really time 
spent extendin’ your span of life. 

Your wife an’ kiddies depend upon you. 
What are you going to do about it? 
Surely you aren’t goin’ to fail them by 
being careless! Think it over an’ then 
make it a part of yer job to work safely. 


That last signal should be thought about 
by all of you. Suppose somethin’ hap- 
pened ter you, what would happen to yer 
wife an’ children? More than likely they’d 
have a little insurance money but when 
that was gone, they’d have to work things 
out for themselves. All of us know that 
goin’ is tough enuf for a man but think 
what it would be fer a woman and two or 
three children. Don’t leave them until you 
have to. Use Safety for it’s the best in- 
surance against Ole Man Accident. 

Well, I’ll be ramblin’ but ’fore I go 
here’s our safety thought fer the comin’ 
week : 


“Obstacles should mean no more to you 
than an invitation to take off your coat an’ 
get busy. Ole Man Accident is the only 
obstacle in the way of your havin’ a no- 
accident record. What are you goin’ to do 
about it ?” 


Se long! See you Saturday. 


Plan for Identifying Cable Con- 
ductors, Using One Man. 

The article, “Plan for Identifying Cable 
Conductors, Using One Man,” which ap- 
Peared in TELEPHONY of June 11, is quite 
Interesting and the method employed by 
J. M. Row is rather unique. However, as 
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an old cable man, I submit for considera- 
tion a simpler and very easy method when 
the cable is paired, as in all telephone 
cables. 

For example, take the office or main 
frame end of the cable, as shown in the 
accompanying illustration, which has been 
terminated and the pairs properly marked 
on the frame. The cable can be 20 con- 
ductors or 1,200—size does not enter in. 

The first step is to ground the tip side 
of pair No. 1, then connect the ring side 
of pair No. 1 to the tip side of pair No. 2 
and the ring side of pair No. 2 to the tip 
side of pair No. 3. Continue this to the 
end of the cable, then go to the far end 
of the cable and pick through the bunch. 
The only wire that will be grounded is 
the tip side of pair No. 1. 

When this is found, short-circuit the 
pair and throw it aside. Then pick through 
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Simple and Easy Method for Identifying 
Cable Conductors. 


the bunch and the only wire that will be 
grounded in the bunch will be the tip side 
of pair No. 2. 

From the diagram you will see that the 
tip side of pair No. 2 extends back through 
the cable and, being connected to the ring 
side of pair No. 1, which is short-circuited 
at the far end and extends back through 
the cable to ground, can readily be iden- 
tified. 

Then short-circuit pair No. 2 on the far 
end or connected against pair No. 1, which 
has already been identified, go through the 
bunch again and the tip side of pair No. 3 
will be found. Continue this through the 
whole cable. This is a very simple test 
and is a great time-saver. 

Syracuse, N. Y. Ropert MxGILespie, 
Division Right-of-Way Supervisor, 
New York Telephone Co. 


Accidents That Sometimes Hap- 
pen in Telephone Work. 


By THE Otp Case SPLIcER. 

The other day I overheard a young chap 
making light of the present-day “Safety 
First” propaganda, claiming that it is just 
a lot of “hot air.” 

Many youngsters like this one do not 
appreciate or realize just what the safety 
first instruction has accomplished, for the 
simple reason that they have never experi- 
enced any of the serious and often fatal 
accidents which were so common in the old 
days before we had it. I have had several 
serious accidents myself and have seen 
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many which, I now realize, could have 
been avoided by exercising just a little 
care and judgment. 

One time I was working on a pole with 
a lineman who was placing a new guy to 
pull up a slack cable span. We got the 
guy in place and then pulled the cable up 
tight, using two sets of blocks. 

The lineman had wrapped the tail of 
the messenger around the shims and was 
just reaching out to put on a three-bolt 
guy clamp, when the clamps on the “Dutch- 
man” we were using to attach the blocks 
to the messenger let go with a loud report. 
The tail whipped around the pole, hit the 
lineman in the back of the head, broke his 
neck and killed him. He was the first man 
I ever saw killed, and I shall never forget 
it. 

My helper and I were walking to work 
one damp, misty morning when we noticed 
a rusty wire hanging down near the side- 
walk. We investigated and found that it 
came down through light wires of doubtful 
voltage and the limbs of a tree. So we 
decided that it was probably hot. The 
helper decided that he would remove the 
wire before scmeone touched it and got 
hurt. 

Not caring to take any risk he went into 
a nearby house and borrowed a broom with 
which to push it to one side. As he started 
to move the wire, it flipped in such a man- 
ner as to come in contact with his wrist, 
killing him instantly. Poor chap! He 
was killed in his attempt to prevent injury 
to others. 

I was working on a high aerial cable one 
time and some men were busy cleating 
some block cable to a nearby building, a 
little above me. They were working on 
ladders with a plank across the two of 
them in a manner common with painters. 
I was wiping a splice when I heard a 
trash. I looked up as the ladder broke 
und pitched one man right toward me. It 
‘eemed for an instant that he would hit my 
jlatform. He missed it, though, and fell 
on the slanting tin rcof of a lower building, 
slid down it and then fell to the concrete 
street and his death. 

One day I swung my platform near a 
place where a lineman, wearing climbers, 
was riding a cable, replacing hangars. 
When riding over some high tension wires 
he accidentally let one spur come in con- 
tact with the hot wire. There was a blue 
flash, and he slumped in the cable car a 
charred mass. 

Down south one time I watched a line- 
man edge himself up through some light 
wires to a cable terminal with an opera- 
tor’s type test set on his head. After com- 
pleting his work he attempted to come 
down the same way. One of his test clips 
on a flying cord came in contact with 
2,300 volts; he fell and was killed. When 
we picked him up, we found the print of 
the transmitter plate burned into his chest. 

I watched some men stringing bare wire 
by pulling it back over high lines with 








28 


ropes. The reels on the wagon got tan- 
gled. The driver released them and then 
stood for a moment, letting the wires slide 
through his fingers, and watched the reels 
to make sure they were free. Slack worked 
down in a span and contacted a high volt- 
age circuit and the driver standing in the 
wet grass got the full effect of it. It 
burned off three of his fingers and we 
picked him up for dead, and he did die a 
few hours later in the hospital. 

An old telephone lineman I knew well 
quit telephone work and started working 
for the local light company. A few days 
after he had started on the new job, he 
was making up a down guy about 15 feet 
up on a pole. This pole was on a corner 
and arrangements were being made to pull 
it back in line. Some groundman had been 
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digging it out on the back side, and had 
left a digging bar in the hole. For some 
unknown reason this lineman’s spurs cut 
out, and his safety held him close to the 
pole and the bar caused his death. 

The details of this accident are too hor- 
rible to describe and any man who has ever 
witnessed such a sight will agree with me 
that we can never get too much instruction 
in “Safety First.” 


Australian Government Reports 
Deficit in Telephone Operations. 
According to a statement of the post- 

master general of Australia in the House 

of Representatives, there has been a loss 
of 32,319 telephones in that country since 

June, 1930. 

The Postmaster General announced that 
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there was no hope, at present, of making 
reductions in telephone charges. He staied 
that the loss on the telephone service last 
year was approximately £400,000 and that 
the figure for the present year would not 
be any better. 


Branch Office Established by Tele- 
phone Bond & Share Co. 

A branch office of the Telephone Bond & 
Share Co., Kansas City, Mo., has been es- 
tablished at Columbus,’ Neb., with A. B. 
Clark, formerly of Kansas City, in charge. 
Mr. Clark is in charge of the company’s 
properties in Nebraska, Iowa, Wisconsin, 
Minnesota and Illinois. These include a 
number of exchanges in Nebraska oper- 
ated under the name of the Nebraska Con- 
tinental Telephone Co. 








Personal Notes from 


the Field 





H. L. Turner, manager at Chilton, 
Wis., for the Commonwealth Telephone 
Co., has been transferred to Dodgeville, 
Wis., from which headquarters he will 
manage not only the local plant but the 
Ridgeway and Barneveld exchanges. The 
transfer of Mr. Turner is one step in the 
company’s state-wide plan for reallocation 
of territory in the interest of retrenchment 
in operating costs. 

Mr. Turner has been engaged in tele- 
phone work for some 20 years. Upon 
graduating from high school, in 1912, he 
secured employment with the Citizens Tele- 
phone Co. in his home town, Laconia, N. H., 
as office boy. He later became night opera- 
tor and, eventually, became switchboard 
manager, a post which he filled for seven 
years. 

Moving to Wisconsin from Laconia, N. 
H., in February, 1920, Mr. Turner secured 
employment with the old Eastern Wiscon- 
sin Telephone Co. in the capacity of trou- 
bleman. When that company sold out, in 
1925, to the Consolidated States Telephone 
Co., which operated in Chilton under the 
name of the State Telephone Co., Mr. Tur- 
ner continued his work under the new firm. 

The State company, in turn, was acquired 
in December, 1927, by the Associated Tele- 
phone Utilities System. The system’s Wis- 
consin operating company, the Common- 
wealth Telephone Co., later acquired con- 
trol. Mr. Turner continued in the com- 
pany’s employ, under the new control, and 
about two years ago, was promoted to the 
position of local manager at Chilton. 

Sam Tomlinson, of Plymouth, Ind., 
recently retired as manager of the Plym- 
outh exchange of the United Telephone 
Companies, Inc. He has been active in 
state association affairs for a number of 
years and is well known throughout the 
telephone field. 

Mr. Tomlinson was born in 1864 and 


was raised on a farm by his Quaker par- 
ents. In 1902 he went to Plymouth from 
Winamac and organized the Winona Tele- 
phone Co. Exchanges were bought at 
Knox, Winamac and Kewanna. He was 

















Sam Tomlinson, of Plymouth, Ind., Well 

Known Among Telephone Men and Active 

for Years in State Association Activities, 

Recently Resigned as Manager of the Unit- 
ed Telephone Co. at Plymouth. 


president of the organization for a num- 
ber of years and worked hard to build up 
the system and obtain additional telephone 
subscribers. 

Mr. Tomlinson was active in the organi- 
zation of the Northern Indiana Telephone 
Association in 1913, which is claimed to be 
the first district association organized in 
the state, and served as its president for 
a few years. 

His connection with the Mid-West Sup- 


ply Co., of Plymouth, as president and 
manager, which was organized in 1915, 
brought him in close contact with many 
Indiana Independent telephone men. 

Last year Mr. Tomlinson was named 
vice-president in direct charge of long ‘is- 
tance lines of the Inter-State Telephone & 
Telegraph Co., Indianapolis, Ind., the con- 
trolling company of the United companies. 

He was also elected second vice-presi- 
dent of the Indiana Telephone Association 
last year, and was reelected this year at 
the association’s annual convention. 

Obituary. 

Wm. H. Adkins, for many years gen- 
eral contact agent for the Southern Bell 
Telephone & Telegraph Co., at Atlanta, 
Ga., and a pioneer with a record of 40 
years’ service in the company’s employ, 
passed away recently in Atlanta at the age 
of 78. Mr. Adkins had been an invalid for 
several years and was seriously ill for 
several weeks prior to his decease. 

Mr. Adkins was born in Rome, Ga., in 
which city he began his telephone career 
in an inconspicuous capacity with the South- 
ern Bell company. About 1896 he became 
special agent to the superintendent of the 
Southern Bell in Atlanta. His rise was 
continuous, and in 1908 he was made gen- 
eral contact agent. 

In 1882, when Mr. Adkins was con- 
nected with the Western Union Telegraph 
Co., in Rome, he organized and constructed 
the telephone exchange there. Since 2 
minimum of 30 subscribers was necessary, 
Mr. Adkins subscribed to four  staticns 
himself. He left the Western Union when 
President Cleveland appointed him post 
master at Rome. Afterwards he was sec- 
retary and treasurer of the Rome Gas & 
Light Co. He served as councilman and 
mayor pro tem. of Rome for a number 
of years. 

Mr. Adkins moved to Atlanta in 18%, 
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NEW ECONOMY 
AT BOTH ENDS 


* 
lower prices in the beginning 


longer life in the end 


Prices on Eveready Long Life Telephone Bat- 
teries are now ‘way down. And after far outlast- 
ing ordinary batteries, you'll find these super- 
service dry cells have effected further savings in 
your telephone operating costs. ... For the world’s 
largest dry-battery laboratories and factories have 
developed in them outstanding features for long, 
uniform and dependable service. 


“Cheapest in the end” is truer of Eveready Long 
Life than ever before — especially when you con- 
sider the added saving in labor due to less fre- 
quent replacements; the clearer transmission 
qualities; the better customer satisfaction; the 
fewer service interruptions. 

Study the chart. See where Eveready Long 
Life stands — with Columbia Gray Label not far 
behind. . . . And both ahead of the field. Then 


consider the 


All-armored Construction 


— new metal-seal top (patented by us) and thick, 
even-grained sheet-zinc can. No wax to chip or 
crack; no oozing substances to damage equipment. 
Insulated against energy loss; sealed to prevent 
moisture and electrolyte leakage; finest materials, 





Test as SPECIFIED By NATIONAL Bureau oF STANDARDS 
3 CELLS DISCHARGED THROUGH 20 OHMS TO 28 VOLTS FOR 
10 PERIODS OF 4 MINUTES EACH ON WEEK DAYS FOR 5 
PERIODS ON SUNDAYS. 





Evereaoy 
Lone Lire 


Covumaia 
Gray Laser 











s235 3 ses @ 100% 








Day’s life on Standard Intermittent test is expressed in per- 
centages based on Eveready Long Life as 100%. The Columbia 
Gray Label shows 82% service, but also carries a lower price. 
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from controlled sources and properly propor- 
tioned to give full capacity .. . these are other 
points of Eveready Long Life superiority. 


Ask your distributor for the new low prices. 
Order a supply. Date your replacements, check 


“nts—ani' te EVEREADY 


costs — and note 
Dry Batteries 


the economy. 
NATIONAL CARBON COMPANY, INC. 
General Offices: New York, N. Y. 


New York San Francisco 


Unit of Union Carbide & a] and Carbon Corporation 


Branches: 


Chicago 





When communicating with National Carbon Co., please mention TELEPHONY. 
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as manager of the Southern Messenger 
Service, a subsidiary of Western Union, 
and shortly thereafter was appointed spe- 
cial agent to the superintendent of the 
Southern Bell Telephone Co. 

Mr. Adkins was much beloved by his 
friends and associates. He had a host of 
Independent telephone friends, with whom 
he had dealings for many years. 

Reginald Aubrey Fessenden, noted 
physicist, engineer and radio experimenter— 
“the greatest wireless inventor of the 
age’’—died suddenly on his Bermuda estate 
on July 22, at the age of 65 years. Gen- 
erally admitted to rank next to the late 
Thomas A. Edison, of whom he was a 
friend and one-time assistant, Mr. Fessen- 
den contributed to science the results of 
researches rivalling those of Mr. Edison 
himself. His contributions were principally 
in the field of electricity and wireless, but 
his mind, ever seeking to solve new prcb- 
lems, could not be confined to any single 
sphere. : 

Ships at sea, by means of Fessenden’s 
fathometer, can instantly ascertain the 
depth of the water through which they are 
passing; the imminence of icebergs is 
known to vessels through a similar instru- 
ment of his invention. The brain of Mr. 
Fessenden first conceived and executed the 
turbo-electric and Diesel-electric drive for 
battleships, the wireless telephone and a 
large number of devices which have revo- 
lutionized older and less-boldly conceived 
inventions. 

To catalog Mr. Fessenden’s inventions 
would take many pages. Ancient history 
and archeology, power-conservation, scien- 
tific farming, implements of war, the loca- 
tion of hidden oil or mineral fields; these 
and allied problems in a vast sphere of 
research claimed his attention. And to the 
latest development of wireless—television— 
Mr. Fessenden brought a life-time’s knowl- 
edge of the behavior of wireless waves and 
electro-dynamics. Over 500 inventions are 
credited to him, most of them concerned 
with wireless and its subsidiary branches. 

Bern of New England parentage in the 
province of Quebec, Can., Mr. Fessenden’s 
early training led him into the study of 
electricity. He associated with the 
late Thomas A. Edison when a young man, 
and became the great scientist’s chief chem- 
ist. In the early nineties he left Mr. 
Edison, to teach electrical engineering at 
Purdue and the University of Pittsburgh. 
From this he turned to the United States 
Weather Bureau, to a wireless company, 
and finally to his own laboratory. 

On Christmas eve, 1906, Mr. Fessend:n 
was responsible for the first radio-telephone 
broadcasting program. His station at 
Brant Rock, Mass., then broadcast a short 
program. Ships of the American Navy 
and of the United Fruit Line were specially 
equipped with Mr. Fessenden’s receiving 
.,2@pparatus to listen-in. He was radio’s most 
“prolific contributor, and the revolutionary 


was 
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heterodyne principle was first propounded 
by him. 

Mr. Fessenden was described recently by 
Elihu Thomson, head of the General Elec- 
tris Co.’s laboratories at Lynn, Mass., as 
“the greatest wireless inventor of the age— 
greater than Marconi.” His first wireless 
experiments were carried on off the ccast 
of South Carolina and Virginia. The 
Wright brothers were experimenting with 
their airplanes at Kitty Hawk near by, 
and the three inventors became close 
friends. 


From there, Mr. Fessenden went to 
Brant Rock. Two other wireless stations 
were built, one in Scotland, the other on 
the coast of Florida. He carried on ex- 
periments for a long period and perfected 
a radio receiver which was reputed to be 
2,000 times as sensitive as that of Marconi. 

Mr. Fessenden’s first invention was made 
while he was mathematics master at 
Bishop’s College, Lennoxville, Que., where 
his father took his divinity degree. In 
1885 an offer to become principal of the 
Whitney Institute, Bermuda, was accepted 
by him and it was during the period of 
two years as master of the Bermuda school 
that Mr. Fessenden met his wife, Helen 


‘ May Trott, a member of an old-established 


Bermuda family. 

In 1886, feelinz an urge for a wider field, 
he left Bermuda for New York. Mr. 
Edison was peremptory with him on his 
first visit, and young Mr. Fessenden, money 
running short, turned to newspaper work. 
Later, Mr. Edison received the young man, 
who was to become his chief chemist, in 
better mood, gave him a position, and he 
was really started on his career. 

Mr. Fessenden was one of the engineer- 
ing commissioners of the Ontario Power 
Commission which, in 1906, planned and 
recommended the distribution of power 
from Niagara Falls over almost all of 
western Canada. 

About 500 inventions were attributed to 
Mr. Fessenden. In several instances there 
were important legal actions, notably one 
against the Radio Corporation of America 
and other communication companies for 
$60,000,000, in which Mr. Fessenden as- 
serted that he was being prevented from 
selling devices based on his short-wave 
patents. The suit was settled out of court 
for $2,500,000 in cash, in 1928. 

In October, 1929, Mr. Fessenden received 
the Scientific American Gold Medal for 
promoting safety at sea. 

He is survived by his widow and a son, 
Reginald K. Fessenden. 

A man of brilliant achivements, Mr. Fes- 
senden was equably tempered and always 
kind. He brought to his personal life 
qualities as high as the more practical 
attributes which will make his name rank 
in history along with those of Edison, Ford, 
Marconi and other scientific and industrial 
pioneers. 

Some of Mr. Fessenden’s early experi- 
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ments in wireless telephony were described 
in TELEPHONY and the American Telephone 
Journal. 

Frank Schmuecker, secretary-treasurer 
and stockholder of the Minster Telephone 
Co., Minster, Ohio, since its organization, 
passed away July 15 after suffering from 
cancer for many years. Mr. Schmuecker 
had been reelected to office by the directors 
of the telephone company only a few weeks 
before his decease. He was 68 years old. 

Mr. Schmuecker was one of Minster’s 
most prominent citizens. He was affiliated 
with a number of business enterprises. He 
was a member of the Fraternal Order of 
Eagles, Knights of St. John, a former 
grand knight of Knights of Columbus, a 
member of the St. Boniface Benevolent 
Society, the Minster Commercial Club and 
the Holy Name Society. 

Robert B. Snyder, plant department 
manager at Tarpon Springs, Fla., for the 
Peninsular Telephone Co., of Tampa, Fla., 
was drowned on July 17 when he waded 
into a deep hole in the Anclcte river. His 
eight-year-old son, George, pulled his 
mother from the swift current of the out- 
going river and held his father for some 
time before he slipped into the deep water. 
The body was recovered, but attempts to 
revive him were futile. 

Mr. Snyder was transferred to Tarpon 
Springs from Lake Wales early in the 
year by the Peninsular company. He was 
a world war veteran and a_ former 
Rotarian of Lake Wales. He is survived 
by his widow and three small children. 

George W. Lorimer, a life-long resi- 
dent of Troy, Ohio, and inventor of a dial 
telephone system which attracted consid- 
erable attention some years ago, died re- 
cently in comparative obscurity. Mr. 
Lorimer was also the inventor of other de- 
vices which are in common use, among 
them.one of the most-used target devices 
for trap shooting. 

Mr. Lorimer, together with a younger 
brother, Hoyt, perfected a dial telephone 
which was described in TELEPHONY of 
March, 1904, page 213, in an article by 
Francis Dagger entitled “Lorimer Machine 
Telephone.” An article describing this in- 
vention also appeared in the Scientific 
American of May, 1906. In that year Mr. 
Lorimer went to Paris, France, to offer the 
invention to the French government. An 
article entitled “The Lorimer Automatic in 
France” appeared in TELEPHONY of August, 
1906, page 124. 

Because the invention was a rather com- 
plicated piece of mechanism it was found 
not to be suited for large exchanges. 

Some years later, after the switchboard 
of the dial telephone had been improved 
and simplified, the patents of Mr. Lorimer 
and others working on the dial system were 
assigned to the Western Electric Co. Mr. 
Lorimer was retained as consulting engi- 
neer for a number of years and had ofiices 
at Fort Wayne, Ind., and New York City. 





\ugust 13, 1932. TELEPHONY 31 


How Long Can a Manufacturer 
/ Afford to Stop Advertising ? 


we ERE are two different companies manufacturing a sim- 
: ilar product and selling it at about the same price. 
id One has been advertising for years and has built up an 
, acceptance for its product. Because of a large demand it 
he has developed an effective sales organization and furnishes 
faultless service. Large volume enables the management 
is to establish a research laboratory for the development and 


i refinement of the product. 


The other concern has never advertised. It is a small, little- 
known company and because of low volume, it has to charge 


“a as much or more for its product. Moreover, it has a com- 
as paratively feeble sales organization, its salesmen have no 
ier ee . . eje,e . . 

a advertising support, and its service facilities are limited. 


Small volume does not allow extensive research for the im- 
ial provement of the product. 


nd When the former concern discontinues its advertising it can 
le- “coast'' for a time on the accumulated benefits of the pres- 
a tige and good name established. But eventually (and in 
ei reality in a surprisingly short time) the small, little-known 
- company that has never done any advertising will have just 
: as much chance of getting the business as has the leader 
ine whose salesmen now need the helpful support of advertising 
a more than ever. 


Many firms who are today neglecting to advertise their prod- 
“in ucts are face to face with the possibility of sacrificing the 
benefits built up through long years of sales promotion. The 
m- persistent advertiser will, if he has a meritorious product, 
find it has paid biq dividends to keep his advertising ‘on 
full time" for buyers have learned to be wary of a non- 
net advertised brand. 
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New Holland, Pa., Installs Equipment 


Three-Position Switchboard, Placed in Service by Enterprise Telephone Co., 
Has Ultimate Capacity of 800 Lines—Telephone Lines From Abandoned 
Exchange Were Carried Over and Combined With New Holland Subscribers 


By C. M. Thompson, 


District Manager, Kellogg Switchboard & Supply Co. 


It did not take very long for the early 
discoverers of America to find the fertile 
valleys of the Conestoga River, located in 
Lancaster County, Pennsylvania, “the Gar- 
den Spot of America.” These early set- 
found geographic conditions, 
and laid the foundation of a community 
that has prospered and grown ever since. 
The center of commercial activity of this 
group of settlers was 
centuries ago at the place that now is New 
Holland, Pa. This town today is incor- 
porated with a population of 1,800 people. 


tlers ideal 


started over two 


All streets in New Holland are laid on 
rock bed. A state highway passes through 
the town as does the Pennsylvania railroad 
and several electric railway lines. A bus 


line terminates in the town, and overhead, © 


the planes of the Trans-continental Wes- 
tern Airways pass on regular schedule 
from New York and Philadelphia to San 
Francisco, 

The town is fortunate in having indus- 
trial activities, such as a nationally adver- 
tised silk hosiery manufacturer, broad silk 
manufacturing, gray iron foundry, brass 
foundry, machine shops, cigar factory, pat- 
tern works, cheese manufacturing, con- 
crete pipe plant, and planing mill. The 
agricultural district surrounding the town 
is said to be one of the best farming areas 
to be found anywhere. 

As early as 1902, a group of business 
men of both the town and the surrounding 
community investigated the possibility of 























Highway Pay Station Booth of Enterprise 
Telephone Co. Located on Private Property, 
With Display of Property Owner’s Business 
Sign on Side of Booth. 
establishing a method of quick communica- 
tion. On November 25 of that same year, 
the Enterprise Telephone Co. was formed 
with an office and exchange in a leased 
building in New Holland. This adventure 
was not unlike any other adventure made 
by men not familiar with a particular busi- 
ness, but the difficulties encountered were 
overcome by the founders’ determination. 
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The difficulties that this group en- 
countered in their original efforts to or- 
ganize a company, were in a way, respon- 
sible for the sturdy foundation upon which 
stands today. The stock- 
holders have the welfare of the community 
at heart rather than any personal benefits 
that they might derive through excessive 
returns. 


the company 


As time went on the old system was 
outgrown. People in the surrounding ter- 
ritory wanted better, more unified telephone 
service. Consequently, lines were extend- 
ed and other exchanges were bought. The 
original and the newly-acquired exchanges 
were formed into a strong, closely con- 
nected system that served the entire terri- 
tory efficiently and satisfactorily. 

As a result, the subscription list in- 
creased. The increase from 108 stations 
in 1902 to 1,520 stations operated from 
four exchanges today, gives a concrete idea 
of the company’s success. Two of these 
exchanges are on leased property, while 
the other two are owned by the company. 
In connection with this growth and the 
adaptation of modern improvements, all 
iron trunk circuits have been replaced with 
No. 10 gauge copper wire or No. 19 gauge 
double-wrapped cable with only smaller 
laterals remaining in iron wire. 

All equipment has been of the magneto 
type. In the New Holland office a Kellogg 
switchboard was installed over 17 years 
ago and has been in operation continuously 


* ‘New Kellogg Masterbuilt Switchboard Recently Installed in New Holland Exchange of Enterprise Telephone Co.—Terminal Room of 
Exchange Located on First Floor of Company’s Building. 
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ever since. A short time ago, it was re- 
placed by the installation of a new Kellogz 
6-800 Masterbuilt common battery uni- 
versal switchboard. 

The new 6-800 Masterbuilt switchboard 
is arranged for an ultimate capacity of 
800 lines. It is wired and equipped for 
400 local lines, 40 toll lines and 50 rural 
lines. The switchboard is made with three 
positions and finished to add to the appear- 
ance of the exchange. 

N. E. Martin, treasurer of the Enterprise 
company stated that the directors were 
mainly influenced in their selection of a 
Kellogg board because they had been using 
Kellogg central office equipment for over 
25 years, and had very little trouble with 
the equipment. The new switchboard was 
purchased with a view of abandoning the 
Intercourse exchange and bringing these 
lines into the New Holland exchange. 

The present officers are aggressive and 
capable. They are 
working constantly 
to advance the 
company and give 
the best service to 
the community. 
The present man- 
agement has been 
in charge for the 
past 12 years. Com- 
petition has been 
eliminated within 
the territory 
through the acqui- 
sition of exchanges 
that were located 
in the area served. 
The company op- 
erates the following 
exchanges with a 
total of 1,520 sub- 


sribers: New 
Holland, Inter- 
course, Terra Hill, 
and Leola. 


An example of the company’s progres- 
siveness and desire to serve its sub- 
scribers better, is the system of outdoor 
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Telephone Co., New Holland, Pa., Who with 
His Canable Staff Has Built Up Company. 


. Gehr, President of the Enterprise 
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telephone pay station booths that have beer: 
installed. These booths are erected out of 
town along well traveled highways so that 
travelers, and others away from home, 
are always within easy reach of telephone 
service. The booths are all designed in 
one style, so that people will become famil- 
iar with them. 

In each case so far, erections have been 
made on private property 
necessity of any compensation. The 
farmers are glad to have these attractive. 
well-landscaped stations on their property 
it seems. Electric lights are left burning 
all night in each booth. The public appre- 
ciates this accommodation and 


without the 


uses the 


conveniently-located booths more and more. 

Receipts from the stations increase every 
The smallest sum that any of these 
stations returned in a year was $146.00. 
Others ranged up to $400.00 a year. The 
company in its efforts to give every con- 


year. 





New Holland, Pa., Exchange Building of Enterprise Telephone Co. 
Which Its Situated on Large Lot, Providing Ample Storage Space 
for Poles and Other Supplies. 


venience and all types of service to the 
public, has made a notable success with 
these booths. 

The Enterprise Telephone Co. is under 
the management of the following men: 
John W. Gehr, president (County Pro- 
thonotary); H. M. Stauffer, vice-presi- 
dent (only surviving organizer); John H. 
Martin, secretary; N. E. Martin, treasurer 
and purchasing agent; Noah L. Nolt and 
John C. Hoover, directors; A. R. Stieff, 
plant supervisor; Miss Helen M. Becker, 
of the commercial department; and Mrs 
Grace Stokes, chief operator. 
Radio-Telephone Service to Be 

Established Soon to China. 

The International Telephone & Tele- 
graph Corp. has announced that an agree- 
ment has been concluded between the min- 
istry of communications of China and the 
China Electric Co., a subsidiary of the In- 
ternational Telephone & Telegraph Corp., 
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for the erection of four radio-telephone 
transmitting and receiving stations for 
communication within China, one to be at 
Shanghai and the other three at important 
cities in that country. In addition to these 
an international radio-telephone station will 

















Highway Pay Station Booth of 

Enterprise Telephone Co. at 

Road Intersection, Blue Ball, Pa. 

Booths Are Electrically Lighted 

and Telephone Service Is Avail- 
able 24 Hours a Day. 


be built at Shanghai so that the rest of the 
world can be connected to the more than 
100,000 telephones now in China. 

In making the announcement, General 
George S. Gibbs, president of Postal Tele- 
graph and vice-president of the Interna- 
tional Telephone & Telegraph Corp., said: 

“When these connections are made it 
will be possible for telephone conversa- 
tions to be held between Nanking, the 
capital, Shanghai and other important 
Chinese cities, and capitals of all other 
large nations in the world. 

“China should certainly benefit through 
this progressive step because the experi- 
ence of other countries has been that the 
development of communications is always 
followed by the development of trade. In 
so vast an expanse of territory as China 
is fortunate to have, there is no doubt 
but that a modern telephone network in- 
terconnecting most of its principal points 
will do much toward bringing about 
greater cooperation between all parts of 
that great country.” 


Sales Record of Everett, Wash., 
Company Reaches New Heights. 
According to Wm. E. Everett, of 

Everett, Wash., sales manager of the West 

Coast Telephone Co., each employe on the 

payroll of the company made one or more 

sales during the six months’ period between 

January 1 and July 1 of this year. During 

the same period an average was made of 

6.87 sales per employe. 

“Our morale and team-work is so 
thoroughly good,” says Mr. Everett, “That 
we are not going to establish any more 
arbitrary individual quotas during the bal- 
ance of the year. We have arrived at the 
point where we all know how to sell and 
need no artificial urging to do it.” 
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What the Commissions Are Doing 


Up-to-the-Minute News Regarding the Activities of State and Interstate Com- 
missions, Courts and City Councils in Matters Concerning Telephone Com- 
panies—Summary of Commission Orders and Schedule of Telephone Hearings 


Proposed Rate Increase Cancelled; 
Refund Not Ordered. 

The Ohio Public Utilities Commission 
on July 26 authorized the Ohio Cities Tel- 
ephone Co., operating in New Philadelphia 
and Dover, to cancel its proposed rate in- 
crease. However, the company was per- 
mitted to retain the 25-cent monthly in- 
crease it collected between September 1, 
1929, and March 1, 1932. 

The Ohio Cities company originally filed 
a new rate schedule, applicable to New 
Philadelphia and Dover, which was to be- 
come effective May 24, 1929. The ccm- 
mission suspended the schedule on 
May 20, 1929. 

However, on August 6, 1929, the com- 
pany decided to place the new rates into 
effect under bond, and began collecting the 
higher rate September 1, 1929, on condi- 
tion that the commission might order a 
refund to subscribers if the 
found excessive. 


new 


rates were 


The company was ordered to relinquish 
the rate increase on March 1, of this year. 
and subscribers have been paying the old 


rate since that date. A refund was not 


ordered because the commission found that 
the company’s net earnings, for the entire 
period the increased rate effective, 
were not excessive. 


was 


Abbeville, S. C., Rate Case Taken 
to State Supreme Court. 

The rate case in Abbeville, S. C., of the 
South Carolina Continental Telephone Co. 
was recently transferred to the South 
Carolina Supreme Court pending further 
investigation as to why the rates of the 
company should not be reduced. 

A hearing in the matter was held before 
the South Carolina Railroad Commission 
on May 13 when a petition was presented 
by subscribers of the Abbeville exchange, 
asking for a revision of the rates on the 
grounds that “the company had violated its 
contract and that the rates were unreason- 
ably high.” 

On June 21 the commission ordered that 
a lower schedule of rates be- placed into 
effect August 1, but the company filed a 
restraining order and interlocutory injunc- 
tion in the federal court. Judge J. Lyles 
Glenn set July 22 as the date for the hear- 


ing. When this hearing was postpcned, 
attorneys for the state took advantage of 
the delay to secure an order in the state 
courts asking the telephone company to 
show cause why the order should not be 
complied with, it was stated. 

The telephone company appealed to the 
federal court in an effort to have the order 
declared unconstitutional and its enforce- 
ment enjoined. The commission in turn 
went to the state supreme court and se- 
cured an order for the company to show 
cause why the rates should not be reduced. 
The rates now in effect will remain until 
the matter is disposed of by the supreme 
court. 


Company Not Obligated to Pro- 
vide Classified Section. 

The complaint of Beynon vs. the Lincoln 
Telephone & Telegraph Co. of Lincoln, 
Neb., regarding the omission of his name 
in the classified section of the company’s 
directory, was dismissed recently by the 
Nebraska State Railway Commission which 
held that the company has no obligation to 
provide a classified list. 
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The commission held that the telephone 
company has no obligation to provide a 
classified section in its alphabetical direc- 
tory of subscribers, and that the company 
omitted the name of the complainant un- 
the classification “attorney” in the 
classified section which the company fur- 
nished in the last directory published, by 
mistake, accidentally and unintentionally. 
Therefore, the complaint seeking to require 
the company to list this attorney’s name 
must be dismissed. 


der 


Company Operating in Evans 
Mills, N. Y., Sold to Bell. 

The New York Public Service Com- 
mission has consented to the transfer of 
the North Country Telephone & Telegraph 
Co., which operates a telephone system in 
the village of Evans Mills, Jefferson coun- 
ty, to the New York Telephone Co. 

The consideration to be paid for the 
property is not to exceed $13,000 plus the 
net additions, if any, in fixed capital as- 
sets made subsequent to August 12, 1931, 
and up to the date of transfer. 

The commission consented tothe transfer 
only on condition that the property, when 
transferred, shall be free and clear of all 
liens and encumbrances ; that the New York 
company shall make entries on its books 
and accounts relating to the purchase as 
the commission shall determine; and that 
the New York company shall report to 
the commission the proposed journal en- 
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Answers to the Traffic Questions 
Presented on Page 25. 


1. The federal tax is not entered on form 
3900. 

2. No. 

3. No. 

4. Enter “rush” in the “Special Instruc- 


tion” space on the ticket. 


No. 


vu 








tries within 30 days after the purchase. 

The consent of the commission to the 
transfer is not to be deemed as a deter- 
mination of the value of any of the prop- 
erty to be transferred. The proceeding is 
continued on the records of the commis- 
sion until an examination has been made 
of the books, accounts and property of the 
North Country company and the correct- 
ness of the journal entries proposed by the 
New York company has been determined. 

The reasons given for the sale are that 
the officers of the North Country company 
desire to be relieved of the difficulties of 
operating the small system. The present 
management does not wish to make ex- 
penditures required for reconstruction and 
improvements in the equipment which are 
necessary if satisfactory service and facili- 
ties are to be available in the future. 

The present rates of the North Country 
company are $3.00 per month for individ- 
ual business service, $2.50 for four-party 
and rural business service, $2.00 for multi- 
party business service, $2.50 for individual 
residence service, $2.00 for four-party resi- 
dence service and $1.80 for multi-party and 
rural residence service. 

The New York company rates will be 
$3.50 for individual business service, $3.00 
for four-party business service, $2.50 for 
rural business service, $2.50 for individual 
residence service and $2.00 for four-party 
and rural residence service. 


Bell Acquisition at Trenton, Tenn., 
to Eliminate Duplication. 

The Southern Bell Telephone & Tele- 
graph Co. has been granted permission by 
the Interstate Commerce Commission to 
acquire the properties of the Gibson County 
Telephone Co., which owns and operates 
an exchange at and contiguous to the town 
of Trenton, Tenn., serving approximately 
376 subscriber stations, 120 of which are 
duplicated by the Bell company. The 
Southern Bell company operates an ex- 
change at Trenton, serving about 281 
stations. 

The Tennessee Railroad & Public Utili- 
ties Commission has also entered an order 
approving the proposed acquisition and pre- 
scribing a schedule of rates to become 
effective upon the transfer of the 
properties. 

Trenton, with a population of approxi- 
mately 2,900, is an important point in the 
Southern Bell’s system. To serve the 
public efficiently additiona! facilities must 
be provided. The properties of the Gibson 
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company are not in good condition and 
their continued operation would require re- 
pairs and improvements which that com- 
pany is not in position to make. The con- 
solidation of the two exchanges will elimi- 
nate the existing duplication and result in 
better local and toll service, it is stated 

On September 15, 1931, the Southern 
Bell company contracted to purchase all 
the physical and tangible properties of the 
Gibson company, free from all liens and 
encumbrances, for $15,000, payable in cash. 
An appraisal made by one of the Southern 
Bell company’s engineers finds the repro- 
duction cost new, less depreciation, of the 
properties to be retained in service to be 
$9,179. 

The estimated cost new, less depreciation, 
of the property to be retired from service 
is $11,348, and the cost of removing the 
retired property is expected to exceed its 
salvage value by $1,325. The Gibson com- 
pany’s plant will be consolidated with that 
of the Southern Bell company, which will 
result in the retirement of a large part of 
the properties to be acquired. In 1931, 
receipts and disbursements of the Gibson 
company were $4,170.68 and $3,488.65, 
respectively. 

The schedule of rates to become effective 
on the unification of the properties pro- 
vides for a slight increase over the rates 
now in effect. This schedule has been 
approved by the mayor and board of alder- 
men of Trenton, and by the state com- 
mission. 

Upon unification of the properties the 
Southern Bell company agrees to furnish 
Trenton exchange service for a period of 
five years, and thereafter until free county 
service is discontinued in Gibson county, 
to the subscribers of its exchanges at Gib- 
son, Humboldt, Medina and Milan, and 
also to the subscribers of the exchange at 
Dyer, when it acquires that exchange. 

The Southern Bell further agrees to 
offer Trenton exchange service to the sub- 
scribers of certain farmers’ exchanges 
which are connected through the Trenton 
and Dyer exchanges, such service to be 
furnished at its established rates for farm- 
ers’ exchange service through Trenton. 

Under a contract for qualified toll line 
service, subscribers of the Gibson company 
had toll connections to points on the South- 
ern Bell lines beyond a radius of 50 miles 
from Trenton. Within that radius such 
subscribers paid the regular toll rates, plus 
a 10-cent connection charge. When the 
transaction is consummated and the com- 
peting exchanges are consolidated, the sub- 
scribers of the consolidated exchange wil! 
be able to obtain toll connections at regu- 
lar rates to reach all points on the Bell 
System. 


Company to Disconnect Line from 
Verndale, Minn., Exchange. 
The application of the Verndale & South- 
western Telephone Co., of Verndale, Minn. 
asking for authority to disconnect its tele 
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August 13, 19532. 


phone line from the exchange of the Vern- 
dale Telephone Exchange was granted on 
July 18 by the Minnesota Railroad & Ware- 
house Commission. 

The commission upon investigation found 
that the Verndale & Southwestern com- 
pany is a cooperative company composed of 
stockholders and two non-holders. 
The system consists of apparently four 
telephone line, consisting of 
erounded circuits. The company has no 
switchboard whereby switching service can 
be given its subscribers. 

The application stated the company was 
insolvent and unable to install a switch- 
board; that it had earned no return upon its 
stock during its entire period of operation. 
The stockholders, therefore, decided to dis- 
connect their line from the Verndale Tele- 
phone Exchange and operate the company 
only as a local telephone line without ex- 
change connection. 


seven 


miles of 


Summary of Commission Rulings 
and Schedule of Hearings. 


INTERSTATE COMMERCE COMMISSION. 

August 19: Hearing in Washington, 
D. C., before Examiner Sullivan on joint 
application of the Northwestern Bell Tele- 
phone Co. and the Beaver Valley Tele- 
phone Co. for permission by the North- 
western Bell company to purchase for the 
sum of $25,000 all the physical property 
of the Beaver Valley company consisting 
of exchanges at Danbury and Lebanon, 
Neb., and a toll line from McCook, Neb., 
to the Kansas state line. 

District oF CoLUMBIA. 

August 15: Continued hearing in Wash- 
ington, D. C., on complaint against the 
rates charged by the Chesapeake & Poto- 
mac Telephone Co. Objections of the 
company to a rate reduction before a valua- 
tion of its properties had been made were 
overruled at the hearing on July 29. 

R. A. Van Orsdel, counsel for the com- 
pany, challenged figures offered by com- 
mission witnesses at the July 29 hearing 
relating to reproduction costs of telephone 
properties less depreciation. He contend- 
ed they were not based on a physical inven- 
tory and claimed the company was not 
earning a reasonable return on its “book 
value.” 

CALIFORNIA. 

August 1: S. R. Heffley, owner and 
operator of the Arrowhead Telephone Co., 
Ltd., authorized to sell property to the As- 
seciated Telephone Co., Ltd. 

ILLINOIS. 

July 26: Order approved authorizing 

the American Telephone & Telegraph Co. 


ACCOUNTING 


HERDRICH AND BOGGS 


Certified Public Accountants 
Specializing in Telephone Accounting 
and Rate Cases Since 1918 
901-7 Continental Bank Bldg. 
Indianapolis, Indiana 











CONSULTING TELEPHONE ENGINEERS 


Rat«, Financing Accounting Managing 
Appraisals and Reports 
Xadio Program Service Specialists 
Construction Contractors 


TELEPHONE ENGINEERING AND 
MANAGEMENT COMPANY 
Lima, Ohio 
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of Illinois to purchase from the Illinois 
Bell Telephone Co. an interest in certain 
cables and wires in Bureau, Marshall, 
Peoria, Menard, Tazewell, Mason and 
Sangamon counties, for approximately 
$3,950. 

August 2: Order approved dismissing 
the commission’s own citation against the 
Middle States Telephone Co. to show cause 
why its rates for telephone service in Pe- 
kin, Park Ridge and Des Plaines should 
not be reduced. The dismissal followed 
a reduction of rates for such service in 
these cities made by the company after the 
citation order was issued. 

September 29: Continued hearing in Chi- 
cago on investigation of the charges by the 
Illinois Bell Telephone Co. on the cradle 
type of telephone. The company has been 
ordered to show cause why the surcharge 
should not be reduced or abolished. 

LouISsIANA. 

July 27: Petition filed on commission's 
own motion calling for a state-wide investi- 
gation of telephone rates and charges. 

MASSACHUSETTS. 

September 13: Continued hearing in 
Boston on the complaint of the Boston 
Central Labor Union against rates of the 
New England Telephone & Telegraph Co. 

MINNESOTA. 

September 19: Continued hearing in in- 
vestigation of St. Paul rates of the Tri- 
State Telephone & Telegraph Co. 

MIssourI. 

August 4: Complaint filed by the city 
of Poplar Bluff, a municipal corporation, 
vs. The Southeast Missouri Telephone Co., 
a public utility corporation, asking reduced 
telephone rates. 

OnIOo. 

August 2: The Minster Telephone Co., 
of Minster, asked for authority to increase 
its discount allowance for prompt payment 
of bills from 25 to 50 cents, effective tem- 
porarily until July 1, 1933. The petition 
states that the rate reduction is asked be- 
cause of the effect of the depression in 
cutting subscribers’ incomes. 

WISCONSIN. 

July 21: Complaint filed by residents of 
Algoma against the rates and practices of 
the Wisconsin Telephone Co. 

July 25: Petition filed by W. C. Keup, 
et al.. of the Wautoma exchange against 
the Community Telephone Co. of Wiscon- 
sin, asking a reduction in rates. 

July 26: Order issued granting the Way- 
side Telephone Co. permission to volun- 
tarily reduce its rates at Wayside. The 
reduction will total approximately $1,485. 

July 26: The Arena-Ridgeway Tele- 
phone Co. granted authority to voluntarily 
reduce its rates at Arena. 

July 26: Investigation instituted into the 
rates, practices, etc., of the Mid-West 
States Telephone Co. of Wisconsin, Fond 
du Lac, in connection with the company’s 
application for the termination of an order 
issued in 1924. 

On July 18, 1924, the commission issued 
an order prescribing charges to be paid 
to the Van Dyne Telephone Co. by the 
Fond du Lac Rural Telephone Co. and by 
the Van Dyne Telephone Co. to the Wis- 
consin Telephone Co. for service between 
subscribers of the Van Dyne company and 
of the Fond du Lac company. 

The Mid-West States Telephone Co. has 
since succeeded the Fond du Lac Rural 
Telephone Co. and has filed an application 
with the commission asking for the modi- 
fication or recession of the order. 

July 27: Investigation instituted in‘o 
rates charged by the Berlin Telephone Co. 
following a complaint filed by residents cf 
Berlin asking a reduction in telephone 
rates. 
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col During recent years 
ree N81 Save oy privileged 
ae enon appraise Telephone 
ene Exchanges all over the 
United States. The 
list totals 750. Would 
you like to avail your- 
@ self of my services? 


1038-9 Lemcke 
Building 







U 
INDIANAPOLIS 











Frank F. Fowle & Co. 


Electrical and Mechanical 
ENGINEERS 


221 North La Salle St. CHICAGO 











BRACH ARGON NEON 
LIGHTNING ARRESTERS 
PERMANENT CLEAR LINES 
HIGH SPEED PROTECTION 
REDUCES MAINTENANCE 


L. Ss. BRACH MFG. CORP. 
Newark New Jersey 
Ask for Catalog 














CONSULTING 
Telephone Engineer 


GARRISON BABCOCK 


20 East Jackson Boulevard, Chicage 
Suite 800. Telephone Harrison 74890 











METCALF & RICHARDS, Inc. 
ENGINEERS 
APPRAISALS REPORTS 


FIXED CAPITAL RECORDS 
VALUATION DEPRECIATION 


Liberty Trust Bldg., Philadelphia, Pa. 




















Consulting Telephone Engineers 
W. C. POLK — J. W. WORAT 
Plans, Estimates and Reports, 
Appraisals and Supervision 


101 West 1ith St. Kansas City, Mo. 











We will sell your 


Telephone Directory 


ADVERTISING 


or will publish your directory comple.e 


L.M. BERRY & CO. "us" 














J.G. WRAY & CO. 


Telephone Engineers 
Specialists in Appraisals. Rate Surveys, 
Financial Investigations, Organization, 
and Operation of Telephone Companies. 

J. G. Wray, Fellow A. I. E. E. 
Cyrus G. Hill 
2626 Bankers Bidg., Chicago 
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TELEPHONY 


OPPORTUNITIES! 


Rates 10 cents per word, payable in advance. 





Vol. 103. No. 7. 





Minimum charge $2.0@ for 20 words or less. 





“REBUILT” TELEPHONE 
APPARATUS 


Local Battery Transmitters, com- 
plete with backs and Mouthpieces $ .75 
Bi-Polar Receivers, complete with 
cords, concealed cord type only.. .6 
Dean Electric Desk Stands com- 
plete with 3-bar 1000 ohm sig- 


ENO ns wrassncadanaie sede 8.00 
Stromberg-Carlson No. 337 Desk 
Stands, complete with 3-bar 1000 
GUEE. SIMRAN SEES occcccrcccccs 7.00 
Stromberg-Carlson 1000 ohm ring- 
i, CEE. wcicpnonnsuasaenescs 1.10 
Western Electric No. 67-A Heat 
DE Ait enkdeeeas shih ihamsh nid 10 
New Receiver Shells and Caps, fits 
SE GOUNODE iccikicesecdscsneoa 35 


Line Drops and Jacks, we have practi- 
cally all makes in our stock. Get 


our prices. 
We Also Have a Complete Stock of Common 
Battery Equipment. Write us your require- 
ments and we will quote. Do You Get Our 
“Rebuilt” Bargain ulletins? 


ADDRESS 
“Rebuilt” Equipment Department, 


Premier Electric [ompany 
3800 Ravenswood Ave., 


Chicago, III. 


REMEMBER “Rebuilt” when connected with 
PREMIER—Means something. 





Telephone Booths, standard size, late 
type folding doors, oak or mahogany, 
knocked down for shipment, $30.00, $35.00 
and $40.00. 

Pay-stations and operators’ chairs. 

Transmitters and receivers repaired and 
refinished. 


TELEPHONE REPAIR SHOP 
1760 Lunt Ave., Chicago, III. 











POSITIONS WANTED 


POSITION WANTED — General 
plantman wants employment. First-class 
cable splicer, toll line and heavy con- 
struction man; also graduate Coyne’s 
Electrical School. Twelve years’ expe- 
rience. Age thirty-three. Go anywhere 
D. R. Powell, 729 N. 12th St., Waco, Tex 








WANTED — Cable-splicing, switch- 
board and trouble work. Will guaran- 
tee to clear any line, cable, switchboard 
or instrument trouble. Go anywhere 
L. V. Longenecker, Box 199, Hamilton, III. 





POSITION WANTED — Experienced 
switchboard installer will consider re- 
wiring, re-building equipment or mainte- 
nance work. Address 8157, care of 
TELEPHONY. 





TELEPHONY 
INCLUDING 
AUTO MATIC 
SWITCHING 


SMITH 


an 





A VALUABLE BOOK 
FOR TELEPHONE MEN 


Here is a book which has been so ar- 
ranged by its publishers that the busy 
telephone man can absorb an excellent 
and up-to-date collection of helpful in- 
formation in a minimum amount of time. 


“TELEPHONY Including Automatic 
Switching’’ is written by Arthur Bessey 
Smith, E. E., and is fully illustrated. 
Everyone in the telephone business 
should have an intimate knowledge of 
the theory and operation of automatic 
switching. The construction of every 
switch, relay and contractor in the 
whole range of automatic devices is 
clearly and simply presented. 


Pocket size, bound in Leatherette, 
Gold Stamping, 600 pages, 268 illustra- 
tions and Wiring Diagrams. Price $2 


TELEPHONY PUBLISHING CORP. 
608 So. Dearborn Street, Chicage 
Telephone—Wabash 8604 














POSITION WANTED — Trouble 
Shooter—Lineman—Construction Fore- 
man—Manager, common battery’ or 
magneto. Steady and reliable; reason- 
able wages. Good reference. Address 
8179, care of TELEPHONY. 





MAGNETO SWITCHBOARD 


te 





KELLOGG—WESTERN 
ELECTRIC 


STROMBERG-CARLSON 


(Write for prices) 
BUCKEYE TELEPHONE & 
) SUPPLY CO. 
Columbus, Ohio 











WANTED TO BUY 





WANTED TO BUY—Telephone plant 
of 200 or 300 stations, if priced right. 
Missouri or Arkansas. Address Box 
No. 8178, care of TELEPHONY. 





FOR SALE 





EXCHANGES FOR SALE—3_ times 
gross. Address 8182, care of TELE- 
PHONY. 





FOR SALE—10,000 pounds of second- 
hand No. 10 B&S copper clad wire at 2c 
per pound; f. o. b. Douglas, Kansas; 
write J. W. Flint, The Empire Com- 
panies, Bartlesville, Oklahoma. 





FOR SALE—Telephone plant in West- 
Central Kansas. Address 8185, care of 
TELEPHONY. 





FOR SALE—100 Western Electric 
common battery steel wall telephones 
No. 1533, with inclosed gongs, @ $7.00 
each, rebuilt like new. Corwin Electric 
Co., Indianapolis, Ind. 





FOR SALE — Magneto telephone 
plant, 200 subscribers, located in a good 
farming country in north central part 





of Oregon. Address 8174, care of 
TELEPHONY. 
FOR SALE—Central [Illinois Tele- 


phone Exchange. Rural lines switched 
at good rates. Office in residence. Op- 
portunity for man with family. Address 
8175, care of TELEPHONY. 








HAVE YOU ANY OLD TELE- 
PHONE EQUIPMENT 
TO BUY OR SELL? 


Then try the “Opportunities” page in 
TELEPHONY for it will give you 
quick and pleasing results, as the fol- 
lewing letter from the Manteca Tele- 
phone Co., Manteca, Calif., testifies: 


“Enclosed please find check in pay- 
ment of invoice for classified adver- 
tisement. Had fine results from the 
advertisement as is usual in good old 
TELEPHONY.” 


We receive many similar letters 
every day. 


WHY DON’T YOU GIVE IT A TRIAL? 














Please mention TELEPHONY when communicating with its advertisers. 
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